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The “Cream of the Business,” the Backbone 
of the Agency System, are Using the | | f 
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The Chart below gives a picture of subscribers which are 
arranged in four groups. Since the better men tend to 
reply to a straw vote questionnaire, these figures may be 
off 2%, perhaps 5%; say they are off 10% if you want to, 
they still indicate that the best men in the business are 
using this Loose-leaf Monthly Selling Service. 


Percentage Average 
of Total wroduc- Average 
Subscribers tion Policy Age 


Group I 
Less than 
— % $ 59,627 $2,332 36 
Group i 
$100,000 to 
$150,000 
Group Ill 
$150,000 to 
$250,000 
Group IV 
Over 
$250,000 


124,337 2,790 37 


190,377 3,159 


85% of subscribers 
$197,000 average production 


289,783 7,109 


__ Averages $166,031 $3,847, 391, 


Length of Time in the Business 


15% have been in Life Insurance less than 2 years 
20% have been in Life Insurance 2 to 5 years 
23% have been in Life Insurance 5 to 10 years 
42% have been in Life Insurance 10 years and over 


ABCNT S SERVICE 


85% of Subscribers to This Service 
Have Been in the Business Two 
Years and Over and Average 
$197,000 of Paid-for Business 


HOW DO THESE “TOP” MEN USE THE SERVICE? 


(1) As a source of new selling ideas, (2) as a help in 
unusual cases, (3) as a Reference Work for general in- 
formation and (4) as a stimulator or personal motivator. 


DO NEW IDEAS LEAD TO AN IMMEDIATE PROFIT? 


The answer is emphatically “Yes”. More than five thou- 
sand subscribers have written at one time or another dur- 
ing the past two years and many state that they have closed 
at least one sale and others say that ideas taken from the 
Service have helped them to close 10, 20 and 30 cases. 
Excerpts from these enthusiastic statements have 
been printed in a booklet “Subscribers Say”. If you 
are now writing $100,000 or more, or if you are a 
Manager or Supervisor send a penny post card for this 
free booklet. 
Don’t deprive yourself of the Agent’s Service on the 
general proposition that no printed matter will help 
mia wen because it will, you know it will, and by 
their own words, it is now helping many of the best 
Agents, Supervisors and Managers in the business. 
GOOD men make GOOD money with GOOD ideas. 
Good NEW ideas will help YOU to make more money 
rear ye and make it easier. 


38% of subscribers are Managers, General Agents, Super- 
intendents, Supervisors or District Managers. These sub- 
scribers use the Service (1) in preparing for Agency 
Meetings, (2) training the new man, (3) directing the 
study of older men and (4) in answering questions, develop- 
ing sales talks, etc. Study Guides furnished with each 
subject make the Service easy to use . . . 3 volumes, 900 
pages, 14 subjects, brief, concise, indexed. 


SUBSCRIPTION RATE: $7.00 with order and $1.00 a month for eleven months, or 
$15.00 cash. Service guaranteed for 30 days . . . money returned if not satisfied. 


THE D.L. B. AGENT’S SERVICE 


420 EAST FOURTH STREET 


CINCINNATI, OHIO 
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SATISFIED 
AT ANY AGE! 


Policyholder Age 23 


My Adaptable Endowment fits my 
case perfectly. In it I have a fine 
plan for saving money, yet I know 
I can make a change should the need 
arise. 
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Policyholder Age 37 


The Adaptable Endowment option 
of increased Ordinary Life protec- 
tion, without increasing the premium, 
was a life saver for me. When added 
expenses and the depression came at 
the same time, this policy helped 
solve my insurance problem without 
increasing premium charges. 


__— 
#¢ 


Policyholder Age 48 


I always regarded my Adaptable En- 
dowment as just a simple little pol- 
icy until it matured at a time when 
slack business had reduced my in- 
come. My son had his college start 
in spite of the times. 


<<4x 





FITS CHANGING NEEDS 


Adaptable Endowment policyholders remain satis- 
fied as they go through life. Designed especially for 
young men, this policy meets prospects’ needs today, 
tomorrow, and twenty years from now. With it, LNL 
men have a plan of real interest to youth. 


* 






THE LINCOLN “= NATIONAL LIFE 
INSURANCE COMPANY 


FORT WAYNE, IND. 
ITS NAME INDICATES ITS CHARACTER 
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“Union Central? 
Okay... I'll be glad to see you!” 


@ Getting the right kind of Month after month these 


interview is the toughest job widely-read ads are building 


in selling life insurance. But *, background that is invalu- 


your chances are much better able in opening doors for 


if i I] and ; 
ee ion eel representa- 
favorably known by _ your 


prospect. _tives. And further, the cam- 

Here the Union Central : , 
salesman has an “edge.” an interesting starting-point 
There are few fathers of for a sales interview, by in- 
average-or-better income who troducing fathers to one of 


don’t see LIFE magazine. the most attractive contracts 
And every month LIFE car- 


ries a Union Central adver- 


paign provides agents with 


ever offered—the Complete 


._ Protection Plan, which com- 
tisement, newsy and dramatic 


enough to vie with LIFE’s 
own pictures and text. (See sales appeals in life insur- 


above. ) ance! 


bines both of the strongest 


The UNION CENTRAL LIFE Insurance Company 


GUINIGUININE- VERO): 15© 
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Industrial Hearing 
by TNEC Is Set 
for Wednesday 


May Be Last of Series 
But Other Hearings 
Likely 


WASHINGTON, D. C.—Resumption 
of the Temporary National Economic 
Committee’s investigation of life insur- 
ance, tentatively scheduled for next 
Monday before a subcommittee, has been 
postponed until Wednesday because of 
delay in deciding who should be called 
as witnesses and the necessity of giv- 
ing witnesses sufficient advance notice 
that they are to appear. 

Industrial insurance will be the first 
order of business. It will get the spot- 
light for about a week. It has not yet 
been fully decided what else will be 
taken up at this series of hearings, 
which is expected to run for two or 
three weeks. he P 

While there is a possibility that this 
might wind up the life insurance hear- 
ings, further material being presented 
by means of reports, the expectation is 
that there will be at least another batch 
of hearings later on. 

When the subcommittee opens its 
hearings Wednesday it will have Gar- 
land S. Ferguson of the federal trade 
commission and a member of the TNEC 
as chairman. However, since it is de- 
sirable to have a congressional member 
Preside, Representative Joseph Casey 
of Massachusetts has accepted that duty, 
though he is not a member of the 
TNEC. There were obstacles in the 

(CONTINUED ON LAST PAGE) 








Tax Mass. Savings 
Bank Reserve Same 
as Life Companies 


BOSTON—Savings banks’ reserves 
held for life insurance under the Massa- 
chusetts savings bank life insurance plan 
will hereafter be taxed on the same basis 
as the reserves of regular life insurance 
Companies, as a result of a bill passed 
by the Massachusetts legislature and 
now signed by the governor. From its 
Mception, the savings bank life insur- 
ance plan has had the benefit of a lower 
tax rate because the reserves held in the 
Savings banks were taxed on the same 

asis of reserves in the savings branch of 
the bank. This has been one of the out- 
Standing complaints against the system 
in Massachusetts and resulted in a con- 
certed legislative effort this year to bring 
aout a change, which finally became ef- 
fctive in the closing hours of a legisla- 


We session of record length and con- 
troversy, 





Metropolitan Life Leads 


The Metropolitan Life had the lar- 
gest number of qualifiers in this year’s 
C.L.U. examination, with 16. The New 
York Life has 12, Aetna Life and 
Equitable Society nine each, Northwest- 
ern Mutual and Prudential eight each. 

The full list of the candidates complet- 
ing the entire examination series this 
year follows: 


A. AND B. 


R. M. Adams, New England Mutual, 
Beverly Hills, Cal.; E. McK. Aiken, ex- 
ecutive secretary, Pittsburgh Life Un- 
derwriters Association; C. P. Alexander, 
Penn Mutual, St. Louis; H. B. Allen, dis- 
trict manager, Northwestern National, 
Wyandotte, Mich.; J. E. Amick, assistant 
manager, Metropolitan Life, Kansas City; 
C. H. Anderson, assistant general agent, 
Massachusetts Mutual, Minneapolis; R. 
L. Baldwin, general agent, Northwestern 
Mutual, Washington, D. C.; R. F. Bamber, 
agency supervisor, Northwestern Mu- 
tual, Louisville; J. D. Banks, assistant 
to vice-president, Union Central Life, 
New York; I. M. Barker, Connecticut Mu- 
tual Life, St. Louis; H. J. Baum, Jr., Pro- 
tective Life, Birmingham; F. C. Bennett, 
agency supervisor, Berkshire Life, Chi- 
cago; Bruce Blalack, Travelers, Memphis; 
M. H. Bowles, Massachusetts Mutual, 
Bangor; J. E. Britt, New York Life, 
Nashville; J. E. Bromley, district mana- 
ger, Connecticut Mutual, Battle Creek, 
Mich.; R. P. Brown, manager, Provident 
Mutual, Toledo, O.; W. P. Brown, asso- 
ciate manager, Union Central, Memphis; 
J. E. Brownell, assistant manager, Pru- 
dential, Pittsburgh; H. S. Brownlee, gen- 
eral agent, Equitable of Iowa, Pitts- 
burgh; W. T. Buckner, agency director, 
New York Life, Memphis; John Burkhart, 
general agent, Lincoln National, Madi- 
son, Wis.; W. A. Burr, Massachusetts Mu- 
tual, Detroit. 


cD. E. & F. 


J. McB. Caldwell, assistant genera] 
agent, Aetna Life, Denver; W. L. Camp, 
3rd, editor, ‘‘ConMu Topics,” Connecticut 
Mutual Life; R. H. Carey, State Mutual 
Life, Worcester, Mass.; D. H. Carpenter, 
Travelers, Everett, Wash.; R. W. Castle, 
Massachusetts Mutual, Washington, 
D. C.; M. N. Coleman, assistant manager, 
Metropolitan Life, Asheville, N. C.; H. H. 
Conley,, Jr., agency organizer, New York 
Life, Little Rock; S. W. Coombs, Equi- 
table Society, Oakland, Cal.; J. E. Covert, 
Jr., Metropolitan Life, Kansas City; L. 
D. Crews, New York Life, Nashville; A. 
B. Cromer, assistant agency manager, 
Equitable Society, Chicago; A. D. 
Crow, cashier and assistant general 
agent, Lincoln National, Minneapolis; J. 
F. Curtis, Independent Order of Foresters, 
Los Angeles; A. H. Cutler, Mutual Bene- 
fit, Chicago; W. A. Davenny, cashier, 
Equitable Society, Burlington, Vt.; J. V. 
Deegan, Metropolitan Life, New York; 
Raymond Deston, supervisor, John Han- 
cock, Boston; J. E. Driscoll, Connecti- 
cut Mutual, Holyoke, Mass.; C. F. Ed- 
wards, agency assistant, Massachusetts 
Mutual, Los Angeles; W. H. Fabian, su- 
pervisor, Northwestern National, Hous- 
ton, Tex.; H. W. Florer, general agent, 
Aetna Life, Grand Rapids, Mich.; G. C. 
Foust, Jr., Towers, Perrin, Forster & 
Crosby, Philadelphia; E. H. Fowler, field 
supervisor, John Hancock, New Haven, 
Conn.; R. W. Frye, Northwestern Mu- 
tual, Denver; B. MacW. Fuller, Equitable 
of Iowa, Los Angeles. 


G. H. I. J. K. 


W. A. Gabriel, New York Life, San 
Francisco; H. H. Gerard, district agent, 
New England Mutual, Long Beach, Cal.; 
H. D. Goldman, Northwestern Mutual, 


Richmond; M. M. Guon, assistant mana- 








lin 1939 C. L. U. Qualifiers 


ger, Metropolitan Life, Chicago; A. D. 
Harmer, agency secretary, Minnesota Mu- 
tual, St. Paul; J. G. Hill, general agent, 
Connecticut Mutual, Nashville; P. A. 
Hoche, educational director, New Eng- 
land Mutual, Chicago; H. F. Hoene, 
Northwestern Mutual, Duluth; H. E. 
Holly, assistant district manager, John 
Hancock, Glendale, Cal.; C. R. Howell, 
Massachusetts Mutual, Trenton, N. J.; G. 
C. Hurst, junior organizer, New York 
Life, Minneapolis; E. A. Inkley, Aetna 
Life, Cleveland; N. S. Jacobson, district 
manager, Reliance Life, Baltimore; G. I. 
Jensen, supervisor, Northwestern Na- 
tional, Detroit; H. D. Jobes, vice-presi- 
dent, William Albert Gallup, Inc., Boston; 
G. E. Johnson, attorney, Teachers In- 
surance & Annuity, New York; O. M. 
Johnson, assistant manager, Prudential, 
Mankato, Minn.; R. C. Johnson, director, 
New York Life, Los Angeles; R. F. Kahn, 
Mutual Life of New York, Milwaukee; 
G. J. Kaplan, Union Central, New York; 
S. R. Keare, assistant vice-president and 
assistant superintendent of agents, Fed- 
eral Life, Chicago; J. R. Kennedy, New 
England Mutual, Detroit; R. deR. Kip, in- 
structor in insurance, Wharton School, 
Philadelphia; M. J. Koch, Northwestern 
Mutual, Cincinnati; H. E. Krooss, su- 
pervisor, Penn Mutual, New York; M. A. 
Krucoff, assistant manager, Metropoli- 
tan, Baltimore, 


L. AND M. 


R. M. Lacy, manager Equitable Society, 
Houston; H. C. Lawrence, general agent, 
Lincoln National, Newark; Roy LeCraw, 
general agent, State Life of Indiana, At- 
lanta; Irving Levitin, New York Life, 
Seattle; H. N. Lyon, Fidelity Mutual, San 
Francisco; M. R. Mabee, manager, Pru- 
dential, Albany, N. Y.; J. T. McCance, 
Aetna Life, Hartford; D. H. McCue, as- 
sistant manager, Metropolitan Life, Elm- 
wood Place, O.; L. W. McDougall, sales 
promotion manager, Mutual Benefit, St. 
Louis; J. L. McElfresh, general agent, 
Connecticut Mutual, Washington, D. C.; 
M. C. McGee, Equitable Society, New 
York; H. M. McLellan, agency supervisor, 
Metropolitan, San Francisco; G. H. Means, 
manager, Metropolitan, St. Louis; B. A. 
Merriam, Connecticut General, Worcester, 
Mass.; B. H. Micou, New England Mu- 
tual, Detroit; W. H. Milligan, manager, 


(CONTINUED ON PAGE 22) 





Business for 7 Months 
Up; Down in July 





NEW YORK—New life insurance for 
July declined 4.2 percent in comparison 
with July, 1938, according to the Life 
Presidents Association report. The to- 
tal for the first seven months was 2.9 
percent more than in 1938. 

For July, the new business of. all 
classes of the 40 companies covered was 
$506,380,000 against $528,452,000 for 
July, 1938, a decrease of 4.2 percent; ordi- 
nary $364,300,000 against $356,401,000, 
increase 2.2 percent; industrial $118,218,- 
000 against $153,392,000, decrease 22.9 
percent; group insurance $23,862,000 
against $18,659,000, increase 27.9 percent. 

For the seven months, the new busi- 
ness of all classes was $4,336,687,000 
against $4,213,221,000, increase of 2.9 
percent; ordinary $3,041,334,000 against 
$2,701,898,000, increase 12.6 percent; in- 
dustrial $860,540,000 against $1,260,575,- 
000, decrease 31.7 percent; group $434,- 
813,000 against $250,748,000, increase 
73.4 percent, 








Frafernals Alive 
Now fo Need for 
Public Relations 


Detroit N.F.C. Convention 
Develops Tentative Pro- 
gram, Field Training Trend 


By DALE R. SCHILLING 


DETROIT. — Two significant de- 
velopments are taking place in the fra- 
ternal societies of the United States 
and Canada—realization of the urgent 
need for a thorough public relations 
program, and, tied in closely with this, 
5f the demand for a better trained corps 
of field representatives. These trends 
of thought, partially accomplished in 
action and to be concentrated on in- 
tensively in future, were strikingly evi- 
dent at the annual convention of the 
National Fraternal Congress here this 
week. 

In planning along these lines ,the 
societies, while they lag far behind the 
old line life companies, are not precisely 
imitating the latter. Rather, they have 
their own special problems to work out, 
and any programs of public relations 
work and field education must not be 
copied, but instead designed specially 
to fit the fraternals’ own needs. 


Field Managers Originators 


The Fraternal Field Managers As- 
sociation may be very largely credited 
for showing the need for this modern- 
ization of the fraternal system and de- 
veloping thought among the leaders to 
the point where they are now about 
prepared to accept the idea of departing 
from the old way of doing things and 
to redesign the system in 1939 style. A 
limited number made that decision some 
time ago and are putting it into execu- 
tion. 

Many leading fraternalists have been 
loath to depart from the old forms, for 
a number of reasons. They felt in these 
lay their strength; that the typical fra- 
ternal way of doing things was some- 
thing special which societies had to offer 
to members which old line companies 
did not have. Then, too, there was the 
question of tax threats by various states 
based on assumption fraternals were 
competing for life insurance on a par 
with commercial life companies. It was 
feared that to jettison the old fraternal 
methods might jeopardize the societies 
tax-wise. 

But the leaders have seen in the last 
year or two that societies were in the 
same boat with old line companies. 
Threats of government control affected 
them equally. Federal policies that 
would affect the values in life insurance, 
that might. bring unrestrained inflation, 
devaluation of the dollar, or other evils, 
would affect fraternal life insurance 
equally. 

In the last two years there has been 
developing a bond between the N. F. C. 
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and life company organizations, which 
arose from a recognition they must 
stand together against inimical forces. 

Old line companies now have their 
Institute of Life Insurance as a public 
contact medium. The fraternals have 
no such vehicle. Old line companies for 
a number of years have been intensiv- 
ely pushing projects of elimination of 
unfit, incompetent agents, and especially 
of part-timers, and of thorough educa- 
tion of agents with a view of making 
life insurance their profession and life 
work, 


Venturing Into New Field 


Only in the last year or so have fra- 
ternals ventured into this field in an or- 
ganized way. This was done through 
the Fraternal Field Managers Associa- 
tion, with inauguration of the FIC (Fra- 
ternal Insurance Counsellor) degree and 
a fine sales training course preparatory 
to the degree. The FIC is comparable 
to the C. L. U. designation of the 
American College of Life Underwriters, 
but the course of study not nearly so 
difficult. : 

The Detroit meeting is a milepost in 
another respect. Heretofore congress 
sessions have been attended largely by 
society head office staff officials, with 
some state managers and field workers 
also as delegates. This year upon spe- 
cial invitation of C. L. Biggs, N. F. C 
president and recorder Maccabees, ordi- 
nary field workers were invited and en- 
couraged to attend by offers of trips to 
Detroit that could be won in production 
contests. They were also asked espe- 
cially to attend the sales congress of the 
field managers. This stressed that the 
congress is a medium for all fraternal- 
ists. 

Very large attendance was recorded. 
Estimates vary, but 10,000 or more fra- 
ternalists are believed to be attending” 
the sessions, or the ceremonials, parades, 
drills and other demonstrations, which 
are on a scale never before even ap- 
proached in N. F. C. history. 


Emery and Neslen Speak 


Commissioner Emery of Michigan 
greeted the congress at the general ses- 
sion Wednesday He said the depart- 
ment is not “policing” the insurance fra- 
ternity. He introduced Commissioner 
Neslen of Utah, president National As- 
sociation of Insurance Commissioners. 

Mr. Neslen said there is inspiration in 
the fraternal field because there is some- 
thing more than the commercial aspects 
there. “Build up your institution; make 
it safe. Use great care in your port- 
folios,” he said, “but do not forget the 
fraternal spirit.” As yet, while he has 
been in ‘office, no justifiable complaints 
about fraternals have come to the de- 
partment. 

Greetings also were 
Mayor Reading of Detroit. 

Col. C. B. Robbins, manager and gen- 
eral counsel American Life Convention, 
extended greetings of that organization. 
The past year has developed some in- 
cidents unpleasant to: life insurance, he 
said, such as the federal inquiry about 
the institution, voluminous question- 
naires, and not altogether a friendly 
spirit. The purpose behind it appeared 
a mystery, but may have been revealed 
by Senator O’Mahoney in his failing to 
answer a question recently whether there 
was contemplated federal control in toto, 
or superimposed on state control. Col- 
onel Robbins said he expects a law to be 
introduced in Congress next year em- 
bodying the latter plan. 


Comments on Social Security 


There may be an idea to take over all 
insurance, embodying it with social se- 
curity, etc. The A. L. C. does not be- 
lieve in that method, he said, for there 
is nothing in federal methods and rec- 
ords of management to commend it as a 
medium for managing the life insurance 
institution. 

He said the amended social security 
act goes far beyond the original act. The 
government is planning to set up a “life 
insurance company” in effect and to pay 
death benefits and income. He said the 


extended by 


Illinois Bankers Life 
To Hold Annual Convention 








KARL B. KORRADY 


The annual convention of the Leaders 
Club of the Illinois Bankers Life of 
Monmouth, IIll., will be held at the 
Edgewater Beach Hotel, Chicago, Aug. 
28-30. The attendance this year will 
number about 300. 

This club was started five years ago 
by Vice-president Karl B. Korrady when 
he assumed the duties of agency direc- 
tor and it has grown in size from a 
start of 29 members to a membership of 
over twice that number. The practice of 
the company is to hold business sessions 
during the three mornings, with recrea- 
tional activities in the afternoons and 
evenings. This year’s entertainment will 
feature attendance at a ball game, a the- 
ater party, the banquet and a dancing 
party. 

In arranging the program, it is Mr. 
Korrady’s idea that this is an agents’ 
meeting and that the principal talks 
should be given by field representatives. 
Therefore, outside of the banquet ad- 
dress by President Hugh Martin and a 
welcoming address by Vice-president 
Henning, there will be no formal talks 
by the home office staff. Medical Di- 
rector H. G. Ebersole, Actuary H. G. 
Sellman, and Claim Manager F. H. Ja- 
cobson will contribute informal remarks 
on a new combination coverage policy 
which will be introduced at the meeting 
by O. F. Davis, assistant director of 
agencies. The business sessions will be 
in charge of Mr. Korrady and Mr. 
Davis. Mr. Korrady will be the toast- 
master at the banquet. 











A. L. C. already is receiving reports of 
people refusing to buy life insurance he- 
cause they believe the government will 
provide. 

Bruce E. Shepherd, actuary Life 
Presidents Association, substituted for 
Vincent P. Whitsitt, manager, who was 
scheduled but unable to attend. He said 
the group believed security should be 
provided by private initiative, thrift and 
foresight rather than by public gift. 


Greetings from Canada 


Greetings were given by Forrest Wis- 
well, Protected Home Circle, Detroit, 
president Michigan Fraternal Congress, 
and Elzear Hurtubise, president Cana- 
dian Fraternal Association and Societe 
des Artisian Canadiens Francais, Mon- 
treal. The latter noted a bond between 
the United States and Canada of belief 
in democracy and not dictatorships. 

Miss Frances D. Partridge, N. F. C. 
vice-president, responded. 

President C. L. Biggs in his annual 
report said fraternals must continue to 
operate their lodges, eliminating only 
obsolete functions. Decreasing member- 
ship demands an aggressive program by 
the congress to offset it. To this end he 








recommended continued emphasis on 
education courses among field workers, 
improved selection and training of field 
managers, effective publicity through 
central public relations services, special 
thought and attention to local lodges, 
which must be revitalized. Public im- 
pression of the institution depends on 
the character of field workers, he said. 
Adult interest in fraternals must be re- 
kindled. 


PRESIDENTS GATHER 








A. O. Benz, president Aid Association 
for Lutherans, presided at the Presidents 
Section sessions. 

Public relations was the predominat- 
ing topic there. Glenn Griswold of 
Glenn Griswold Associates, public rela- 
tions counsellors, New York City, and 
Norton J. Williams, president Equitable 
Reserve Association, Neenah, Wis., de- 
veloped the subject in formal papers. 

Mr. Williams presented a public re- 
lations program for fraternal life insur- 
ance. Fundamentally, he said, it should 
include: 

“1. We should instigate our home 
office employes, field workers, conserva- 
tion workers and service departments to 
take the attitude with the members and 
the public that ‘the customer is always 
right.’ It is important that these people 
should, so far as is humanly possible, 
associate themselves with the business 
and social life of their community. They 
should be so proud of the business with 
which they are connected that they will 
be eager to defend it at all times. 


Stresses Service Factors 


“2. The public should be given to 

understand that the fraternal benefit so- 
cieties are organized for service and that 
we are anxious to protect the interests 
of the members, who need the security 
provided in our policies or certificates. 
The public should be impressed with 
the fact that one of the duties of the 
field worker is to render his service by 
assisting the prospect in securing of 
needed protection and not just selling a 
policy or a certificate. The field work- 
ers are in a position to help the pros- 
pects select the kind and amount of 
protection that will best serve their 
needs in accordance with their ability 
to pay. 
“3. The public should receive, through 
various publicity channels, full and 
frank information about our association, 
covering the value of the protection and 
the social activities offered through the 
local lodge meetings. Public relations 
work should not be confused with ordi- 
nary publicity, because it involves the 
developing of the right mental attitude 
on the part of the public toward our 
organization, the protection provided for 
and the social activities offered.” 


Campaign Should Be Dignified 


Mr. Williams said to give dignity to a 
public relations program it should be 
handled either by the chief executive of a 
society or some other high official. It 
should develop confidence and good will 
of the members and everyone with 
whom the society does business, keep- 
ing in mind the companies dealt with, 
such as office supply people, printers, in- 
vestment houses, bankers and others. 
The program should include real news 
items for the press. Every society 
should have at least one person qualified 
to speak before the public. Many civic 
organizations, lodges, clubs, etc., Mr. 
Williams said, would welcome a talk on 
the true values of life insurance. Radio 
also holds great opportunities for the 
future. While the cost of a program 
may be too heavy for the ordinary so- 
ciety, he said, possibly a program may 
be arranged to carry the story of fra- 
ternal life insurance to the public 
through a national hook-up of broad- 
casting stations. An advertising pro- 


gram through talking motion pictures 
may be feasible and could be made 
economical. 
Mr. Williams said public relations has 
(CONTINUED ON PAGE 9) 





Observations Made 
by an Attorney on 
Counsel of Agents 


An eastern attorney in writing to THE 
NATIONAL UNDERWRITER regarding obser- 
vations by agents who are not lawyers 
on features of life insurance that have a 
real legal problem says: 

“I wonder if you have considered the 
danger in publishing advice upon legal 
questions given by men without experi- 
ence and training in the law, however 
broad their experience in insurance may 
be. This remark is called for by the 
article in the Aug. 4 number, page 6, on 
‘Many Factors in the Bailey Case.’ Now, 
that case has confounded lawyers (I use 
the word advisedly), and many and di- 
verse are the guesses by that profession 
as to what may happen on appeal. If 
lawyers are confused and their opinions 
to be relied upon with discretion, what 
must be the value of a layman’s? Yet, 
your readers are likely to have more re- 
spect for the opinion of one of their own 
number than for the opinion of members 
of the profession who have made such 
matters a life study. 


Nature of Assignment 


“That the gentleman in this case was 
out of his element is revealed by the 
statement near top of the third column 
about ‘The questionable nature of as- 
signment as a medium of transfer.’ I 
do not know of anything questionable 
about assignments of insurance—in fact, 
I had supposed that was the only method 
of transferring insurance. Absolute as- 
signment has but one result and so has 
a collateral assignment if those two are 
in orthodox form. It is probable he 
was discussing the hybrid forms now 
insisted upon by the banks. They are 
qustionable, but since neither lawyer nor 
insurance man knows what their effects 
are, not much is to be gained by publish- 
ing the opinions of either. 

“Another instance appeared in your is- 
sure of March 24 in ‘A Suggestion to 
Solve the Problem of Death in Common 
Accident.’ Probably there are more 
solutions of that problem outstanding 
than in connection with anything else in 
insurance settlements. Actually I do not 
know of a solution that is 100 percent. 
I thought I had it once discovered after 
more days of study than I care to admit, 
and I used it for several years until a 
hole in it as large as a barn door was 
pointed out, not by a lawyer nor by an 
‘insurance man, but by a professor of 
mathematical physics. The humility that 
resulted has not all passed away. 

“I feel that we need to do considerable 
worrying over the results of insurance 
men practicing law. Strange to say they 
have selected for that practice fields of 
law to which law students are not intro- 
duced before the junior or senior year. 
They will help keep members of the bar 
off relief rolls in the future but it is not 
good service to policyholders’ families. 
Perhaps I should add that beyond an 
insurance man practicing law, the most 
difficult to handle are lawyers attempting 
to practice insurance.” 





From Buyer's Point of View 


Blue Ribbon Books, 385 Fourth ave- 
nue, New York City, has put out a 
volume, “Life Insurance from the Buy- 
er’s Point of View,” by E. C. Har- 
wood and B. H. Francis, members of 
the American Institute for Economic 
Research. Among the vital questions 
discussed are how much insurance, in- 
vestments vs. insurance, how long will 
you live, annuities and endowments, ac- 
cident insurance, what you pay for, 
choosing the right company, should a 
policy be dropped, health insurance, 
group insurance, can you really retire 
at 50, medical examination, policy com- 
parison, suggestions for the buyers. The 
price of the book is $1 and can be se- 
cured from THe NATIONAL UNDERWRITER. 


Joseph E. O’Connell, Boston invest- 
ment banker, has been elected a direc- 





tor of the John Hancock Mutual Life. 
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life Field Men Are 
Studying Revision of 
Social Security Act 


Many Express Surprise 
at the Changes 
Authorized 


NEW YORK-—Shocked surprise is 
the general reaction of life insurance 
feld men as they study the social se- 
curity act revision and realize what it 
means to their business. Some are 
frankly discouraged. Some are skeptical 
that such drastic changes have been 
made, even after seeing printed ac- 
counts in the press. Quite a few feel 
that, since there is nothing guaranteed 
about social security, clients should 
place no faith in it as an essential part 
of their plans of protection but should 
regard it merely as so much gravy after 
the foundations have been guaranteed 
by life insurance and annuities. 


Quick Capitalization 


Aggressively minded agents see a 
need for quick capitalization of possi- 
bilities offered by the new plan if its 
drawbacks to the business are to be 
minimized, Even these men are not 
fully convinced of the best way of util- 
izing the opportunities presented. 

Said one general agent: 

“I think we’ve got to realize that the 
changes are going to be a definite handi- 
cap in working among certain groups, 
particuarly those who are under social 
security and are making about $3,000 a 
year. It’s going to be hard to sell him 
much additional insurance when he real- 
izes that if he has a wife and two chil- 
dren that social security will give them 
$72 a month until the oldest child is 18 
and about $50 a month from then until 
the youngest child is 18.” 


Opportunities Pointed Out 


One opportunity, even in such cases, 
is to set up income for the wife from 
the time the youngest child reaches the 
age deadline—ordinarily 16, but 18 if 
the child is attending school. One 
method would be through use of the de- 
ferred survivorship annuity, which guar- 
antees a life income beginning a speci- 
fied number of years following the in- 
sured’s death. A disadvantage is that 
few companies issue it and, also, the 
possibility that the youngest child might 
die long before reaching the age dead- 
line, leaving the widow without support 
until the deferred period in the annuity 
had elapsed. ‘ 

Probably the best way of covering 
this need is to provide an amount of in- 
Surance that would provide the desired 
income from the time the youngest child 
reached the age deadline until the time 
the widow would reach age 65, at which 
time her income, equivalent to 75 per- 
cent of her husband’s retirement an- 
nuity, would resume. The insurance 
would be left on the interest option, 
the plan being for her to take only the 
interest and at the time her social se- 
curity ceased because of the child’s age 
she would shift the insurance to the 
option, which would exhaust it by the 
time she would reach 65. 


Lump Sum Benefits 


Lump sum benefits, where payable, 
will be much smaller under the new set- 
up, being six times retirement pay. 
ump sums will be paid to widows 
under age 65 who do not have children 
who are under the age limit. Where 


there is no widow or children, each of 

the decedent’s dependent parents who 

'S 65 or over is eligible to receive one- 
(CONTINUED ON PAGE 22) 





Show What People 
Get from Insurance 


Emphasis on This Point 
in the Annual Message 
Program 


NEW YORK—Emphasis on _ this 
year’s annual message of life insurance, 
to be delivered the week of Oct. 23, will 
be put on what people get out of life in- 
surance, according to S. M. Gamble, 
Masachusetts Mutual, chairman public- 
ity committee. Accompanied by E. M. 
Wood, assistant actuary, Mr. Gamble 
addressed a meeting of Massachusetts 
Mutual agents from Hershey, Williams- 
port and Harrisburg, Pa., in the latter 
city. 

“Life insurance is truly today’s har- 
vest from yesterday’s foresight,” Mr. 
Gamble declared, in discussing the 
theme of the annual message, which is 
“Life Insurance in Action.” Emphasis 
will also be placed on the part the agent 
plays in making insurance benefits pos- 
sible for so many people, he said. 

“Life insurance does not suddenly 
spring into being in the hour of finan- 
cial need,” he pointed out. “It comes as 
the result of conscientious effort on the 
part of you and the other capable life 
underwriters throughout America.” 

Citing the recent celebration of base- 
ball’s 100th anniversary and also the 
homage paid war heroes on Memorial 
and Armistice Days, Mr. Gamble said 
that agents were just as great heroes 
because of their daily battles to help 
individuals fight the ever-present dan- 
gers of old age and death and loss of in- 
come for themselves or their families. 

“In 1938, death claim payments alone 
amounted to enough to pay $100 a 
month to over a million families for a 
year,” he continued. 





Gavels Presidents 


Unusual Interest in 
Semi-Annual Data 
of Life Companies 


Watch Gains or Losses 
in New Business and 
That in Force 





Partly because of the monopoly com- 
mittee’s emphasis on the subject, there 
has been an unusual amount of interest 
this year in the companies’ semi-annual 
figures on gains or losses in new busi- 
ness and insurance in force and particu- 
larly the relation between the two fig- 
ures. One observation has been that the 
larger, older companies, in general, show 
a relatively smaller gain in insurance in 
force as compared with their gains in 
new business. 


At the monopoly hearings in June, for 
example, Prof. Donald H. Davenport of 
Harvard University, the Securities & 
Exchange Commission’s Statistical ex- 
pert, called attention to the large 
amount of new business which is re- 
quired to register a given. gain of insur- 
ance. in force. This was an erroneous 
implication, since a company which 
wrote only enough new business to off- 
set its loss of insurance in force would 
show a tremendously unfavorable ratio 
Sven if there were no lapses or surren- 
ders and all terminations were due to 
death, maturity or expiry. 





A. 0. BENZ 


A. O. Benz, president Aid Associa- 
tion for Lutherans, Appleton, Wis., pre- 
sided at the Presidents Section meetings 
of National Fraternal Congress in De- 
troit this week. He is one of the abler 
society executives and a driving force in 
the congress. 

Mr. Benz was expected to be elected 
vice-president of the congress in the 
closing session at Detroit. This would, 
by custom, place him in line for elec- 
tion as president at the N. F. C. con- 
vention in the fall of 1940. He is an 
able, modern executive, whose society 
has made great strides. It especially ex- 
emplifies the great urge among fra- 
ternals to lift the level of field represen- 
tation and put it on a trained profes- 
sional basis. 


Warn Against Assumptions 


Actuaries warn against drawing any 
conclusions from figures on new busi- 








ness and gain in insurance in force, 





apart. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 


TWO IN TEN DAYS 


An Ordinary Life policy issued March 11, 1935. Lapsed ily increasing its 
May 13, 1938, and went on automatic extended insurance for 
two years and seven months, ending December 22, 1940. 
Death, last June. The beneficiary, mother of the insured, 
knew nothing about the extended insurance or that anything 
was payable to her. Here is her story :— 


“In 1937 my son became unemployed and had to borrow on his 
policy. Then when it came time to pay the premium he still had no 
work, and he just let the policy lapse, because he saw no prospect 
of getting enough work to keep it up. 


“When your Agent came to me after the funeral last week, and 
told me that your Company had extended insurance of $1,828 to be 
paid to me, I was quite relieved. My husband had been ill in the 
hospital for some time, and he died ten days after my son. This 
check has cleared up my husband’s bills and paid all the funeral 
expenses for both him and my son.” 


If this policy had been of the non-permanent type, there 
would have been no extended insurance, and this mother 
would not have had $1,828 with which to pay the funeral 
expenses of her son and her husband, who died ten days 


Every life insurance company in the country is con- 
stantly matching this incident. 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


pointing out that companies cannot be 
fairly compared unless full allowance is 
made for distribution of business by age 
and duration. This precaution is neces- 
sitated more by companies’ differences 
in age rather than in size but it is closely 
tied up with any given company’s pat- 
tern of growth, that is, whether it 
reached its present size through stead- 
business in force; 
whether it attained very nearly its pres- 
ent size many years ago and has since 
been holding about even or increasing 
slightly; or whether its increase to its 
present size has largely been concen- 
trated in the last few decades. 


Faced With Loss 


A company whose business in force 
contains an unusually high percentage of 
old business, particularly if issued at 
older ages, is faced with loss of business 
not only through lapses and surrenders 
as other companies are but also by the 
inevitable washing out of business 
through deaths, maturities, and expira- 
tions of term policies, also the dropping 
of insurance by elderly policyholders 
who no longer have need for protecting 
beneficiaries. Unlike fire insurance, 
every risk insured under a life policy 
must eventually terminate. Hence, the 
more long-duration business a company 
has on its books in proportion to the rest 
of its business, the more new business 
must be written to replace what has ter- 
minated merely in order to hold even 
with the previous year’s insurance in 
force. 





+ 
W. J. Williams Assumes Duties 


S. H. Smith, division superintendent 
of agencies of the Western & Southern 
Life many years, has retired. Mr. 
Smith has been in poor health for some 
time. His duties have been assumed by 
W. J. Williams, acting superintendent of 
agencies, who has carried on the work 
during Mr..Smith’s illness. Mr. Wil- 
liams is the second son of C. F. Wil- 
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President 




















liams, president. 
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Bailey Case Is Bad 
Law, Tax Expert 
Declares in Talk 


Assigned Life Insurance 
Policy Is Not Part of 
Decedent's Estate 


Life insurance men selling to wealthy 
policyholders have been much upset by 
the so-called Bailey case, in which the 
U. S. court of claims held that assigned 
insurance on which the insured paid the 
premiums until death is part of the in- 
sured’s estate. The case was commented 
upon by David Stock, New York City, 
in a talk before the Cincinnati Associa- 
tion of Life Underwriters on “Some 


Fundamental Tax Problems Facing the 
Policyholder.” Mr. Stock is one of the 
great tax authorities of the country. He 





is now in private practice, but has been 
called in by the government in numer- 
ous cases to help departments or con- 
gressional committees. In his Cincinnati 
talk, Mr. Stock said: “In my opinion, 
the Bailey case is not only bad law, but 
is an irresponsible repudiation of well 
established precedent by a lower federal 
court.” Mr. Stock’s comment on the 
Bailey case was as follows: 

“In this case the court of claims re- 
fused to follow the well established 
precedents and held that the death of 
the insured coupled with the payment of 
premiums was the indispensable event 
giving rise to the enjoyment of property 
rights and subjecting the insurance pro- 
ceeds to estate taxes. 


Was Definitely Established 


“It can safely be said that there was 
no phase of estate tax law more defi- 
nitely and firmly established than that 
involving the taxability of insurance 
proceeds of policies in which the insured 
did not have the legal incidents of own- 
ership at the time of death. The insur- 
ance section of the estate tax law (sec- 
tion 302 (g)) has not been changed 
since it first appeared in the revenue 
act of 1918. The regulations of the treas- 
ury dealing with this section have con- 
sistently conditioned the taxability of 
insurance proceeds upon the possession 





of the legal incidents of ownership by 
the insured. 

“At one time insurance was not tax- 
able even though the insured possessed 
the legal incidents of ownership at the 
time of death if he had not paid the 
premiums, but there has never been any 
question that such insurance is not a 
part of the estate of the insured where 
he did not possess the legal incidents 
of ownership at the time of death, re- 
gardless of who paid the premiums. The 
United States Supreme Court and other 
federal courts have so held in an un- 
broken line of cases: 

Bingham v. U. S., 296 U. S. 211; In- 
dustrial Trust Company v. U. S., 296 
U. S. 230; Helburn v. Ballard, CCA 6, 
85 F. (2) 613, April 7, 1936; Walker v. 
U. S., CCA 8, 83 F (2) 103, March 30, 
1936; Levy’s Estate, CCA 2, 65 F (2) 
412; Boswell v. Commissioner, 37 BTA 
970; Old Point National Bank v. Com- 
missioner, 39 BTA 42 Feb. 7, 1939. 
Even the court of claims itself decided 
that insurance that had been assigned 
was not part of the estate of the insured 
in Guettel v. U. S., 67 Court of Claims, 
May 6, 1929. 


Has Gone Off On Tangent 


“Article 27 of the estate tax regula- 
tions provides that insurance in excess 
of $40,000 shall be included in the gross 
estate of the decedent ‘if the decedent 

















‘PLANNED PROTECTION SERVICE”’ . 
A complete selling kit, handsome and 
which enables Jefferson 
Standard agents to put a convincing 
life insurance program into the hands 


practical, 
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of every prospect. 


‘‘PLANNED PROTECTION SERVICE”. 
Another example of the leadership in 
selling helps which makes it easy for 
Jefferson Standard men to offer con- 
structive service—that makes them 
specialists in planned insurance. 


EFFERSON STANDARD 


LIFE INSURANCE COMPANY 


Julian Price, President 
GREENSBORO, NORTH CAROLINA 
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Young Lad Possesses 
Penetrating Sense 


F, J. Kinane, Austin, Tex., agent 
of the Lincoln National Life, took 
his family to the movies recently 
to see the picture, “Young Mr. 
Lincoln.” Early in the picture 
Lincoln was shown kneeling at the 
grave of his dead sweetheart try- 
ing to decide whether to remain a 
merchant or to enter law. Then it 
was that son John turned to Mr. 
Kinane and said, “Daddy, he fin- 
= went into life insurance, didn’t 

e ”? 








possesses at the time of his death any 
of the legal incidents of ownership.’ 

“The court of claims in the Bailey 
case has clearly gone off on a mistaken 
tangent. Not only has it disregarded 
the unbroken line of important court de- 
cisions to the contrary, but it has disre- 
garded or been unaware of the funda- 
mental proposition that in order for any 
property or money to be included in the 
taxable estate of a person, there must 
in fact be a transfer of such property 
or money from the decedent at time of 
death to other persons. In the case of 
insurance that has been assigned, death 
is the event or contingency upon which 
the insurance is paid, but such payment 
represents a direct contractual payment 
from the insurance company to the ben- 
eficiary, and does not constitute a trans- 
fer from or out of the insured to the 
beneficiary as is the case where the in- 
sured owned the policy at the time of 
death. Section 301 of the revenue act 
imposes a tax on the ‘net estate’ of the 
decedent. The proceeds of insurance in 
which the decedent did not possess the 
legal incidents of ownership cannot in 
any sense be recorded as part of his net 
estate. 


Assignment Taxed as Gift 


“It is also significant to note that 
article 2 of regulation 79 (gift tax reg- 
ulations) imposes a gift tax on assign- 
ments of insurance. Obviously, if the 
assignment of insurance constitutes the 
transfer by the insured of his interest 
in a policy so as to subject such transfer 
to a gift tax, such policy or its proceeds 
cannot at the same time be or become 
a part of the net estate of the insured 
for estate tax purposes. 

“In my opinion, the Bailey case is not 
only bad law, but is an irresponsible 
repudiation of well established precedent 
by a lower federal court.” 


Mr. Stock’s talk was given before the 
Dryden decision published in last week’s 
issue on Page 1 was available. 


Aetna Life School 


Summer Session 


HARTFORD—Intense instruction in 
all phases of life, accident and group 
insurance was completed when diplomas 
were presented to 34 graduates of the 
summer session of the Aetna Life 
school, held for the last five weeks at 
the home office in Hartford. Chief 
speaker at the graduation banquet was 
R. 8B. Coolidge, superintendent of 
agencies. 

Students came from 26 general agen- 
cies in all parts of the country includ- 
ing Salt Lake City, Duluth, San An- 
tonio and Miami. Average experience in 
the life insurance business of the men 
was 14 years. 

Fall session of the life insurance 
school convenes on Oct. 2. Instructors 
are E. H. Snow and W. C. Abbey, field 
supervisors, and E. M. Reed, agency as- 
sistant. ’ 

Guests at the graduation banquet in- 
cluded members of the life agency de- 
partment, and these general a: 

W. Florer, Grand Rapids, Mich.; L. 
Briant, Yonkers, N.Y H. “Pursell, 
Reading, ri... and E. W. Nelson, Spring- 
field, Mass. 
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Occidental Honors 
V. H. Jenkins at 
Agency Convention 


Vice-president D. L. Clarke 
Criticises High Taxes, 
Zealous Spending 


SAN FRANCISCO — Los Conquis- 
tadores Club, honor organization of the 
Occidental Life, held its annual meeting 
here this week with more than 175 in 
attendance. 

The climax of the meeting was the 


banquet. Vice-president Vernon H. 





Vv. H. JENKINS 


Jenkins was the guest of honor of com- 
pany officials, club members and the 
field force of the company in official 
celebration of the silver jubilee of his 
association with the Occidental. 


Presented with Watch 


In recognition of the esteem in which 
he is held by the men carrying the rate 
book, he received from the general 
agents, the life salesmen and the field 
force as a whole a handsome gold watch, 
suitably engraved, which was presented 
by General Agent Charles E. Cleeton, 
first vice-president of the Los Conquis- 
tadores Club. It came as a complete 
surprise to Mr. Jenkins and other home 
office officials. 

No armchair officer, Mr. Jenkins has 
been a super-salesman ever since he be- 
came a life insurance agent back in 1914. 
He was born in Nevada in 1887 of pio- 
neer parents. His mother reached the 
west by wagon train over the plains, and 
his father by sailing around the Horn. 
Mr. Jenkins joined the Occidental when 
it was only eight years old and he but 
27. In six years he rose from agent to 
field superintendent and in two more be- 
came manager of the home office agency. 
In 1931 he was named vice-president and 
m 1937 he was elected a director. In 
the eight years since he took over the 
Management of sales, Occidental’s insur- 
ance in force has increased from $156,- 
000,000 to over $475,000,000. 


Active in Associations 


He has been active in community 
work as well as in life insurance. He 
served as president of the Los Angeles 

ife Underwriters Association and is 
now an executive of the Life Agency 
Officers Association. His son is a suc- 
cessful young life insurance man, cashier 





of Occidental’s San Francisco collection | 


office. 

High taxes and zealous spending pro- 
grams were excoriated by Dwight L. 
Clarke, vice - presi- 5 
dent. He said these 
two factors make 
the problem of in- 
vesting premium 
dollars increasingly 
difficult. 

“I. must admit 
that right now we 
stand at the point 
of greatest difficulty 
in securing new in- 
vestments that are 
both safe and prof- 
itable; also that in- 
terest rates are be- 
low consideration 
and immediate prospects are for even 
further decline. 

“We hear on every hand every day 
that man suffers from a surplus of men 
and material. Men of varying degrees 
of political thought agree that it is most 
essential that private investment be 
stimulated, that private enterprise and 
industry take up the slack in employ- 
ment and that our national income be 
measurably raised before we can _ be- 
gin to enjoy any real return of pros- 
perity. 

Taxes Impose Heavy Burden 


“I strongly suspect that the answer 
is much simpler than the purveyors of 
economics panaceas admit. Most of it 
is contained in a new item that appeared 
a few weeks ago attracting surprisingly 
little comment. It brought out that 
American railroads paid the tax collec- 
tors $341,000,000 last year and at the 
same time the owners of the road lost 
$123,000,000. Do you wonder that inves- 
tors shy away from rails?” 

To bring the case closer to home, Mr. 
Clarke gave an example of how high 
taxes prevented $250,000 from going into 
circulation. A few months ago the Oc- 
cidental Life approved a mortgage loan 
of $250,000 to construct a five story 
class B store and office building in one 
of the most stable and prosperous cities 
in the country. The borrowers owned a 
lot of valuable property all clear, owed 
no debts at all and there was a definite 
demand for the stores and offices to be 
erected. The loan papers were about to 
be executed when the owner wrote the 
following letter: 

“Since conferring with you we made 
it a point to visit our city and county 
assessors and I let them value our prop- 
erty as it would be if the building were 
constructed. Their survey showed that 
city and county taxes alone would equal 
approximately 20 percent of the gross 
income assuming a 100 percent occu- 
pancy. Aside from this we also found 
that the county budget for 1939 and ’40 
would increase these taxes an additional 
10 percent. When one considers that 
this does not cover social security or in- 
come taxes beside the chances we take 
of vacancies and other unforeseen inci- 
dentals, we are discouraged.” 

The sequel that the owner’s discour- 
agement was severe enough to cause 
abandonment of the whole plan. He is 
now figuring on a cheap one or two 
story structure just sufficient to keep a 
very valuable lot from consuming itself 
in taxes. 

Mr. Clarke reported that Occidental 
Life closed the first half of 1939 with 
$474,944,723 of insurance in force, a gain 
of $22,126,746 or 4.8 percent, as com- 
pared to the same period in 1938. New 
business paid for was $41,834,592, a gain 
of $3,196,143 or 8.27 percent. 

Assets increased from $59,540,929 in 
December last to $62,482,570 as of June 
30, a growth of nearly $3,000,000 in six 
months. Surplus increased $127,647 now 
totaling $2,858,979. Mortality experi- 
ence was 57.8 percent, which-is higher 
than a year ago. When the first six 
months of 1939 are compared with those 
of 1938 and 1937, a 50 percent increase 
in premium income, totaling $6,350,000 
was experienced. Renewals are up 2 per- 
cent for the first six months of this year 
as compared with the first six of last, 
being 32 percent. 





Dwight L. Clarke 


Tex. Examiner May 
Be Given New York 
Compensation Rate 


AUSTIN, TEX.—Discretionary pro- 
visions of the foreign company examina- 
tion bill passed by the recent Texas 
legislature were construed in an opinion 
by Attorney-general Mann to Commis- 
sioner Woodward. 

Principal holdings in the 
were: 

1. A Texas insurance examiner con- 
ducting an examination in a foreign 
state of a company incorporated therein 
and having a permit to transact business 
in Texas is entitled to compensation 
equal to the compensation paid by that 
particular state to an examiner conduct- 
ing an examination of a Texas company 
in Texas and having a permit to transact 
business in such foreign state. 


opinion 


Commissioner Given Discretion 


2. The life insurance commissioner is 
given discretion to determine into which 
classification of examiners established by 
a foreign state a Texas examiner should 
be placed in the event the classifications 
of Texas and such foreign state are not 





identical or in the event there is no rec- 
ognized charge for such service. 

Mr. Woodward had asked for the con- 
struction of the new law in connection 
with the compensation to be allowed a 
senior examiner who is participating in 
the examination of the Fidelity-Phenix 
Fire of New York. Because the exam- 
iner has a senior rank in Texas, al- 
though not coinciding with the classifi- 
cation in New York, it was held he was 
entitled to compensation at the maxi- 
mum New York rate of $6,850 per year. 

“The classification of any examiner 
into any one of the particular New York 
classifications must necessarily be based 
upon the facts of each case taking into 
consideration the educational and expe- 
rience background and efficiency of the 
individual,” the opinion stated. 





D. W. Burke Oregon A. & H. Head 


D. Wayne Burke has been appointed 
as general agent for the accident and 
health department of California-Western 
States Life for Oregon. For the past 
5% years he has been with Pacific Mu- 
tual Life, acting the last 2% years as 
manager at Portland, Ore. Prior to en- 
tering the insurance business he was in 
banking, the wholesale coal business 
and, for 20 years in the building and 
loan business in Oregon. 

































SUCCEED” 


Here are the proven 
results of the four 
steps in our definite 
plan for building men: 


If YOU are inter- 
ested in the details 
of our plan, consult 
A. B. Olson, Agency 
Vice-President 





Setection. Men chosen by “our own” measur- 
ing rod—built from our own company’s exper- 
ience. Reduced turnover. Better service for all 
new men. 


Home Orrice ScHoot. Provides a sure and de- 


pendable background of knowledge of life 


insurance fundamentals. 


. Frvancine. A combination salary and commis- 


sion contract relieves extreme worry and pro- 
vides definite control. 


. Frecp TRAINING AND SuPERVISION. Develops use 


of positive working plans, appreciation of time 
values, and builds enthusiasm and self-reliance. 


Tue Fina ANSWER TO THIS DEFINITE PLAN: 
A much larger percentage of successes! 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORGANIZED 1901 


Licensed in Twenty-two States 
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Holgar Johnson in 
Address Before the 
Fraternal Officers 


Points Out the Respon- 
sibility Resting on 
Life People 


DETROIT—For the first time, as far 
as is known, a president of the National 
Association of Life Underwriters gave 
official recognition to the National Fra- 
ternal Congress. Holgar J. Johnson of 
Pittsburgh, National association presi- 
dent, was here this week and spoke 
before the Fraternal Field Managers As- 
sociation, a section or division of the Na- 
tional Fraternal Congress, which is hold- 
ing its annual convention here. Col. C. 


B. Robbins, general manager of the 
American Life Convention, has attended 
meetings of the organization and 
brought the greetings of his association 
In turn, the American Life Convention 
always invites the National Fraternal 
Congress to send a delegation and greet- 
ings are extended usually by the presi- 
dent. The National Fraternal Congress 
is composed of legal reserve fraternals 
putting up the full reserve and most of 
them are selling insurance through 
agents who are members of the society ] 
they represent. 


Superintendent Pink Quoted 


President Johnson referred to a state- 
ment made by Superintendent Pink of 
New York regarding the socializing 
force of fraternals and stating that the 
societies wield a powerful influence in 
spreading the ideals of benevolence, re- 
ligion, patriotism and education. He 
said that the National Association of 
Life Underwriters is interested in help- 
ing the agent to attain the prestige to 
which he is justly entitled. He said 
that if someone introduced one of the 
outstanding bankers in a community to 
him, simply referring to him as “Mr. 
Jones,” for example, he would merely 
be an additional personality. But if he 
were introduced as the president of one 
of the leading financial institutions, the 
person to whom he was_ introduced 
would automatically ascribe to him an 
entirely different degree of public rec- 
ognition and prestige. Then he asked, 
“How about the life agent?” In Mr. 
Johnson’s agency he has a man 34 years 
of age who has been in the life business 
for nine years, living in a small town. 
He has about $2,700,000 of insurance in 
force. The largest bank in his town 
has assets of $1,100,000. It is Mr. John- 
son’s contention that this agent, because 
of the part he played in the economic 
and social life of his community, is a 
most important person and is entitled, 
therefore, to a high degree of public 
recognition. 


Three Factors Cited 


America has 7 percent of the world’s 
population but owns 70 percent of the 
world’s life insurance. This was no ac- 
cident. It is due, however, to a num- 
ber of things and he enumerated the 
three factors: 

“1. It is due to the great attitude of 
trusteeship which exists in American 
life insurance. 

_ “2. It is due to the performance of life 
insurance companies and fraternal or- 
ganizations. And when I say perform- 
ance, it is spelled with a capital ‘P.’ For 
instance, during the last six years, from 
1932 to 1938, while the federal govern- 
ment has poured out approximately 
$12,800,000,000 to help stem the tide of 
economic disaster, the life insurance com- 
panies returned to the American people 


Vandenburg Urges. 
Sounder Practices 


Pledges Efforts to Safe- 
guard Life Insurance at 
Fraternal Gathering 


DETROIT—Efforts to safeguard the 
“five billion dollar umbrella” of frater- 
nal life insurance so that it will not leak 
when the rainy day comes were pledged 
by U. S. Senator Arthur H. Vanden- 
burg of Michigan in a public address 
before the National Fraternal Congress 
annual meeting here. 

“Sound insurance is still among the 
best and safest investments in the 
world,” Mr. Vandenburg said. “But 
what about the value of the money in 
which the insurance policy is paid? 
That’s a totally different question. 

“Our present governmental policies— 
unbalanced budgets and heavy deficit- 
spending which pile up potential ynused 
bank reserves — are cheapening the 
value of money to a degree which chal- 
lenges your serious attention. 


Must Set Reasonable Limits 


“Lower interest rates and cheaper 
money are useful within reasonable 
limits. Within reasonable limits they 


are absolutely indispensable to the ulti- 
mate liquidation of many forms of debt. 
But unless this trend be checked within 
reasonable limits, it threatens every 
value in the land, and the insurance 
policyholder, like the savings bank de- 
positor, has a terrifically heavy stake 
in stopping the trend before it becomes 
fatal.” 

He pointed out that the rate of earn- 
ings on the investments of standard, old 
line insurance companies dropped from 
4.56 percent in 1932 to 3.27 percent in 
1938, which meant, he said, a drop in 
policy dividend rate from 1.8 percent in 
1932 to 0.2 percent in 1938. It in- 
volved, he said, a shrinkage in annual 
earnings of 342 millions a year and cost 
every policyholder a _ proportionate 
share. 

Interest rate earned by N.F.C. mem- 
ber societies, Senator Vandenburg com- 
mented, shrank from 5.2 percent in 1928 
to 3.96 percent in 1938. 

“We cannot go on at Washington in- 
definitely spending $15,000 a minute 
while we take in only $8,000 a minute 





Glimpses of Fraternalists 
at Detroit Convention 





Detroit societies did a splendid job 
of preparing for the National Fraternal 
Congress annual convention and were 
instrumental in producing one of the 
largest, most interesting gatherings in 
congress history. President C. L. Biggs 
was responsible for enlarging attendance 
by inviting field workers as well as so- 
ciety officials. 


A product was the large attendance 
Sunday morning at the Fraternal Field 
Managers Association meeting. There 
were some 700 chairs in the Statler Ho- 
tel ball room. These quickly were 
filled. More than 100 stood up at the 
back of the hall, and an overflow of 
200 or more heard the program in an 
adjoining room over a loudspeaker. 

W. D. Riley of Maccabees, Detroit, was 
publicity chairman, doing a fine job. A 
press room was provided, with type- 
writers and paper, numerous. photo- 
graphs were taken and much news mate- 
rial prepared. 

A. O. Benz, president Aid Association 
for Lutherans, and president N. F. C. 
Presidents Section, fell backwards off 
the rostrum in the managers meeting 
when a chair leg slipped. He was embar- 
rassed but not hurt, and used the inci- 
dent as a warning to others who came 
forward to stand on the rostrum while 
“FIC” degrees were being awarded. 


The meeting was unique due to the 
loudspeaker system working perfectly. 
This was fortunate because with the 
great attendance much of the program 
could not have been heard by those 
unable to get into the ballroom. 

The national emblem is always promi- 


(CONTINUED ON PAGE 21) 








and keep our ‘umbrella’ waterproof,” he 
said. “We cannot go on indefinitely 
doubling our public debt: every seven 
years. We cannot go on indefinitely ap- 
propriating 13 billions—directly or in- 
directly—as is the case with the con- 
temporary budget, while our prospective 
federal revenue is less than half as 
much. 

“We still have a pretty good ‘um- 
brella’ despite all that has happend. But 
it is our business—and I respectfully 
suggest that it is particularly the busi- 
ness of the National Fraternal Congress 
—to see to it that the umbrella remains 
intact...It is no time for pleasant 
platitudes. It is a time to face things 
as they are.” 





New and Retiring N. F. C. Presidents 








(CONTINUED ON PAGE 21) 





Cc. L. BIGGS 
Retiring President 


C. L. Biggs, recorder of the Maccabees, Detroit, retiring president Nationai 
D. Partridge, newly elected president, 
who is secretary of the Woman’s Benefit of Port Huron, Mich., officiated at 
the annual convention of the N. F. C. 


Fraternal Congress, and Miss Frances 


observance in Detroit this week. 














MISS FRANCES D. 


PARTRIDGE 
New President 


and the International Fraternal Week 








Fraternal Managers 
Plan fo Charter 
Association 


Sales Congress at N.F.C. 
Meeting in Detroit Draws 
Over 1,000 Workers 


DETROIT—Between 1,000 and 1,100 
fraternalists were present at the opening 
session here Sunday morning of the Fra- 
ternal Field Managers Association, pre- 
ceding the annual convention of the 
National Fraternal Congress, testifying 
to their absorbing interest in methods 
of improving field representation and 
sales technique. President C. L. Biggs 
of N. F. C., Miss Frances Partridge, 
Woman’s Benefit, vice-president; S. H. 
Hadley, Protected Home Circle, past 
president; Holgar J. Johnson, Penn Mu- 
tual Life, Pittsburgh, president National 
Association of Life Underwriters, and a 
great many fraternal society presi- 
dents were early attendants. F. B. Mal- 
lett, Protected Home Circle, president 
managers association, presided. Past 
presidents of the association present 
were N. J. Williams, Equitable Reserve; 
R. M. Norrington, Gleaner Life, and A. 
R. Colvin, Fidelity Life. 


To Incorporate Association 


Steps to incorporate the association, 
with the present title and a seal that 
has been adopted and which will be used 
on all FIC (Fraternal Insurance Coun- 
sellor) certificates issued, were taken at 
the night session. By-laws and consti- 
tution were considered. It is anticipated 
members will ratify the plan this week. 
The purpose is to protect individuals on 
the official staff from legal complica- 
tions which might involve them person- 
ally and to make the affairs more busi- 
ness-like. The association will be char- 
tered under North Dakota law, with 
headquarters for the time being in the 
office of Ns Wright, secretary, 
Fargo, N. D. Mr. Wright is grand re- 
corder of A. O. U. W. 

Mr. Mallett in his opening address in 
the morning spoke of the need for a uni- 
form fraternal code. This was discussed 
by the commissioners at their San Fran- 
cisco meeting. Mr. Mallett said it is 
probable fraternal deputies will be 
licensed and examination might be re- 
quired. The fraternal sales training 
course is being pushed with this develop- 
ment in view. 

The association was started in Febru- 
ary, 1936, he said. It has grown in im- 
portance. While heretofore those in at- 
tendance were largely field managers, 
other ‘field workers were invited to the 
Detroit meeting at the request of Presi- 
dent Biggs. The meeting was more a 
formal sales congress than heretofore. 


President Biggs’ Greeting 


President C. L. Biggs of the N. F. C. 
extended greetings in the morning ses- 
sion. He complimented the field man- 
agers for their efforts to establish 
fraternal field workers as trained, com- 
petent representatives whose work is a 
real service to the community. He also 
commended the managers for the fra- 
ternal sales training course sponsored 
by the association and said this will 
help to hasten the day when selling 
fraternal life insurance will be recog- 
nized as a profession meriting respect 
and cooperation of all. 

Loyalty in the rank and file of field 
workers best can be secured, Everett 
L. Weinrich, general agent Aid Asso- 
ciation for Lutherans, Rochester, Minn., 
declared, by securing loyalty from 
above, when loyalty in the ranks may 

(CONTINUED ON PAGE 22) 
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Death Benefits 
Are Analyzed 
in Survey 


Annual Message Com- 
mittee Makes Public 
Results of Study 


NEW YORK—Life insurance death 
claims aggregated $950,599,932 in 1938, 
according to survey by the Annual Mes- 
sage of Life Insurance committee. Pay- 
ments were made to the beneficiaries of 
1,019,893 policies. 

“The contribution of life insurance to 
the economic welfare of the American 
people can be measured by the fact that 
payments to the families of deceased 
policyholders amounted to an average of 
$79,216,661 per month last year,” Joseph 
C. Behan, committee chairman stated. 

Of the proceeds $708,900,225 went to 
the beneficiaries of 270,668 ordinary 
policies, an average of $2,619 per policy; 
$90,128,948 to the beneficiaries of 45,102 
group certificates, and $151,570,758 to 
the beneficiaries of 704,123 industrial 
policies. 

The death of 46,643 policyholders oc- 
curred within a year after they had 
taken out their policies. Payments on 
first-year death claims amounted to 
$20,588,023, excluding group. 

Claims in which death occurred within 
five years after the policy had been 
taken out numbered 194,021 and totaled 
$126,482,456. Payments totaling $289,- 
400,154 were made on 365,559 policies 
which had been in force less than 10 
years, excluding group. 

The compilation is based on reports 
of 137 legal reserve life insurance com- 
panies representing approximately 92 
percent of the insurance in force in this 
country. The 20 states receiving the 
largest participation in the national to- 
tal and the amount paid out in each 
were: New York, $162,129,844; Penn- 
sylvania, $95,198,966; Illinois, $63,813,- 
785; Ohio, $58,485,137; California, $45,- 
756,922; New Jersey, $44,586,649; 
Massachusetts, $42,046,361; Missouri, 
$26,885,587; Indiana, $21,561,039; Con- 
necticut, $18,707,335; North Carolina, 
$17,680,905; Maryland, $16,811,360; 
Texas, $16,511,737; Wisconsin, $16,626,- 
892; Virginia, $15,488,567; Minnesota, 
$13,791,093; Georgia, $13,135,494; South 
Carolina, $12,987,102; Iowa, $11,655,433; 
Tennessee, $11,383,627. 





Aetna Life’s July Written 
Business Increased 49% 


The Aetna Life’s “Force of July” 
campaign resulted in a 49 percent in- 
crease in written business over the pre- 
vious three-year July average. The cam- 
Paign quota was exceeded by 22 percent 
with 60 out of 74 agencies going over 
the top. 

Trophies for meeting quotas were won 
by 637 salesmen and 22 produced writ- 
ten business at a “million dollar rate” or 

etter, 

Vice-President S. T. Whatley an- 
nounced that agency winners of “Early 
Bird” plaques were the D. M. Skinner, 
Kansas City, among the larger general 
agencies, the Blosser & Hill, Toledo, in 
the second group and H. N. Lonergan, 

Ibany, in the third group. Runners-up 

= the G. V. Austin, Brooklyn, H. E. 
Sorenson, Omaha, and Paul R. Green, 
Seattle, 
d Early Bird Day, which has been con- 
ducted on July 1 for 12 years, is really a 
Py away day,” being the first day in 
1€ qualifying year for the company’s 
annual conventions, 





Supplemental Probe 
Sent to Companies 


A 37-page “supplemental investment 
questionnaire” has been sent out by the 
SEC to the life companies, covering in- 
vestment practices 1929-1938, to be re- 
turned by Sept. 30. Question 1.: “Ex- 
plain the practice of the declarant dur- 
ing each year from 1929 to 1938, inclus- 
ive, with respect to accounting for de- 
faulted interest or interest which accrued 
on mortgages during the period after de- 
fault had taken place and/or also after 
the time for payment of interest had 
been extended but prior to the date of 
securing fee simple title, making spe- 
cial reference not only to all related 
items designated in the annual state- 
ment including the gain and loss ex- 
hibit, but also to memorandum accounts 
which the declarant may have main- 
tained.” 

Extensive information is requested on 
real estate owned 1932-1938. A “classi- 
fication of bonds and stocks purchased 
six months ended June 30, 1939,” show- 
ing cost, face value of bonds or number 
of shares of stock, and yield is asked. 





Hospitalization Branch 
Is Opened at Omaha 


The Business Men’s Assurance an- 
nounces the opening of a new branch of- 
fice of the group hospitalization depart- 
ment at Omaha. Mosman, Jr., 
connected with the hospitalization de- 
partment at the home office since its in- 
ception, is in charge. On hand to greet 
visitors in addition to Mr. Mosman, were 
J. C. Higdon, vice-president and H. C. 
Pogue, manager hospitalization insur- 
ance department, from the home office. 
Among the prominent visitors were C. 
H. Madison, manager, American Serv- 
ice Bureau; A. D. Hunter, secretary, 
Robert Langdon and A. B. Olson, vice 
presidents, Guarantee Mutual Life; H. 
R. Hutchinson, American Service Life 
and A. W. Wilson, manager Bankers 
Life of Iowa. 

The Omaha office is the second of its 
kind to be established by the B. M. A.; 
the other office is located in Indianapo- 
lis, and F. W. Moller, previously man- 
ager for Indiana, is in charge of that 
office. The company issues life, accident 
and health and group hospitalization in- 
surance. 


Mail Fraud Charges Against 
Arizona Company Officers 


Four of the former officers of the old 
Union Reserve Life of Arizona and its 
holding company, the State Securities 
Corporation, have been arrested on fed- 
eral indictments charging mail frauds. 

G. H. Cornes, president of the holding 
company and vice-president of the insur- 
ance company, and E. A. Canning, audi- 
tor for both companies, surrendered at 
Phoenix, Ariz., and their bonds were set 
at $5,000 each. Raymond F. Marquis, 
president of the insurance company and 
secretary of the holding firm, was ar- 
rested in Seattle and H. S. Marquis, 
treasurer of the insurance company and 
vice-president of the holding company 
at Frontier, Wyo. 

The Union Reserve, with $3,900,000 of 
insurance outstanding, was declared in- 
solvent and was taken over by the Ari- 
zona corporation commission March 4, 
1938. The outstanding policies were re- 
insured by the Fidelity Life of Arizona, 
which later merged with the Republic 
National Life of Dallas. 


Abandon Benefit Association 


A stipulation to abandon the Colonial 
Benefit Association, Council Bluffs, Ia., 
to obviate necessity for further consider- 
ation of a fraud order in connection with 
the use of the mails, was filed with pos- 
tal officials. Signing the stipulation were 
Miss I. E. Michener, president, and Mrs. 
E. M. Mann, secretary. The association 
has been cited by the postal department 
to show cause why it should not be de- 
nied further use of the mails. 











SEND FOR YOUR COP 














Columbus Mutual scores again! Another 
new “‘sales-maker’’ that will show you 
extra income of as much as $100.00 per 
month—as well as open the door of new 
i prospects. A policy that the 
public wants and is demanding. This 
was proved by the enthusiastic accept- 
ance of Columbus Mutual’s recent Hos- 








Pitalization Policy. But now. with the 
added benefits of a Hospital-Surgical Pol- 
icy your market has been greatly in- 
creased. Protection against surgical costs 
appeals to everyone .. . particularly 
when the premium is so little. Your pros- 
pects are not limited . . . the commission 
is. Oe +.» » and you can sell this policy 
without disturbing xow present agency 
e 


connection. So decide NOW to use it in 


your sales work. You'll profit! 


Heros What Ot Pays 


HOSPITAL CONFINEMENT — Up to $5.00 per day, for as 
long as thirty days in any one policy year. while confined 
in a recognized hospital in the United States or Canada. 


MATERNITY CASES — Up to $5.00 per day, for as long as 
ten days, after policy has been in force for twelve months. 


1, 

2. 

3 OPERATING ROOM — $10.00 ANAESTHETIC — $10.00 
" X-RAY (except teeth) — $5.00 

4. 


SURGEON'S FEES — $50.00, $25.00 or $15.00, depending upon 
class of operation, for surgical operation when performed 
in the hospital. Included in the Surgical schedule are all 
types and kinds of operations that are most prevalent. 


White Joday fo JAMES A. PRESTON, Sales. Wigr 
Je COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY, COLUMBUS. OHIO 


ust Mail This Ad With Your Name on Margin ® et, 


J 




























COUNSEL « SUPERVISION * SERVICE 
OF 
FIRST MORTGAGE INVESTMENTS 

















Having built confidence, through performance, we 
enjoy close contact at the source of the better mort- 
gage offerings and are thus able to secure first choice 
on many of the most desirable loans. 

This is of particular value to a Company desiring 
to enter the lending field in the metropolitan area of 
New York but whose home office location does not 
permit of a thorough knowledge of active conditions 
in this territory. 

We also maintain complete facilities for appraising 
properties and servicing loans. 
















Continental 


Realty Investing Co., Inc. 
19 East 47th Street, New York 


CAPITAL OVER $7,000,000.00 
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Nebraska Surveys 
Farm Situation 


Nearly 6,000 Units Owned, 
Data Secured on 
Management Practices 


LINCOLN, NEB.—Data secured as 
the result of a recent questionnaire sent 
out by Insurance Director Smrha to all 
insurance companies operating in Ne- 
braska show that as. the result of fore- 
closure proceedings or deeds taken in 
settlement of delinquent mortgages 
these companies now own 5,889 farm 
units with a total acreage of 1,346,374, 
along with 231 urban properties. Thirty- 
five of the companies report that taking 
their holdings as whole, there has been 
a gain and 25 report a loss from their 
operations, Thirty-four expect. the fu- 
ture to show possibilities of gain, while 
13 predict future losses. Nine report 
that it all depends on weather, markets 
and commodity prices. , 

Forty-one of the companies are han- 
dling these properties through local real 
estate brokers or agents, 11 are employ- 
ing field men for this purpose while 12 
are promoting direct sales from the 
home offices. Property supervisors and 
farm management companies are used in 
a few instances. 

Practicaliy all are rented, both share 
and cash rental bases being used, mostly 
on share. Seventeen companies employ 
local overseers, six handle operations 
from the home office and others use vari- 
ous local agencies. Most of them also 
are cooperating with state and federal 
government conservation and soil ero- 
sion agencies, and 57 had to finance ex- 
tensive rehabilitation of buildings. 

The reports indicate that these hold- 
ings will be increased by additional fore- 
closures, only eight companies reporting 
there are no delinquencies on principal 
or interest. 

Twenty-six companies have withdrawn 
entirely from the loan field in Nebraska, 
and only five report that they are so- 
liciting loans on the basis of from 30 to 
60 percent of appraised values. Interest 
rates are running from 4 to 5 percent on 
farms, mostly 4% percent, with 5 per- 
cent asked on urban loans. Some are 
using amortization methods while one is 
loaning on a monthly payment basis. 


Committee to Study 
Compensation Plan 


HARTFORD—The executive com- 
mittee of the Life Insurance Sales Re- 
search Bureau has authorized the ap- 
pointment of a committee to study the 
question of compensation to field men. 
The bureau has been studying this 
problem in detail for many years, but it 
is anticipated that a committee of com- 
pany officers will strengthen this major 
attack upon one of the important prob- 
lems in life insurance agency manage- 
ment. It is expected that the commit- 
tee will consist not only of several 
agency officers but chief executives, ac- 
tuaries and lawyers will also be included. 








Assignment Provision Void 
AUSTIN, TEX.—Proposed terms of 
a life policy providing for an assignment 
to the issuing company by the insured 
of all his dividend earnings and all his 
right, title and interest in such policy to 
the extent of his, as well as the bene- 
ficiary’s, indebtedness of every kind and 
character were held void in an opinion 
by Attorney-general Mann to Commis- 
sioner Woodward of Texas. 
_ The opinion pointed out that “no pol- 
icy can be issued in Texas which pro- 
vides for the deduction from the pro- 
ceeds of any sums of money whatsoever 
other than for such loans as might have 
been made against the same, together 
with such interest thereon as was pro- 
vided for in the loan contract.” 








“Philadelphia in ‘40” Drive Accelerated 








P. B. RICE 


PHILADELPHIA — Philadelphia’s 
campaign for the 1940 convention of the 
National Association of Life Underwrit- 
ers is gaining ground and now its invita- 
tion takes on tri-state aspects. 

The Pennsylvania Life Underwriters 
Association, the largest state body in the 
country, has officially joined the Phila- 
delphia association in its bid for 1940, 
and P. B. Rice, Harrisburg, president of 
the Pennsylvania association, will be in 
St. Louis to personally direct activities 
of the state organization’s efforts in be- 
half of Philadelphia. 

The Atlantic City, N. J., association, 
which was an original bidder for the 
1940 convention, has withdrawn, and 
thrown its support to Philadelphia, and 
has been joined by the New Jersey as- 
sociation in this move. 

At a recent meeting the Delaware as- 
sociation decided to pitch in and work 
for Philadelphia, and will send a dele- 
gation to St. Louis to work for the con- 
vention. Thus, with this tri-state sup- 
port, the campaign to bring the 1940 
convention all the way east, is meeting 


DR. S. S. HUEBNER 


with growing favor and is being watched 
with interest. 

The feeling seems to be that the con- 
vention is due east and that Philadelphia 
is a perfect “natural” for 1940 when it 
will give delegates an opportunity to 
visit the New York fair. The conven- 
tion in Philadelphia in 1940 will also 
give the National association and its 
membership a long sought opportunity 
to render fitting and lasting tribute to 
Dr: Huebner, president of the 
American College of Life Underwriters, 
and pioneer of life insurance education. 

Everyone in the life insurance busi- 
ness has benefited by the philosophies 
and teachings of Dr. Huebner, and by 
his leadership and life-long efforts to 
place the calling of life underwriting on 
a professional plane. His dreams in this 
direction have today become a reality, 
and the idea of honoring him in 1940 in 
Philadelphia is particularly fitting and 
timely because the University of Penn- 
sylvania, of which Dr. Huebner is the in- 
surance professor, will stage its bicenten- 
nial celebration in September, 1940. 














Holmes Comments 
on Examinations 


Insurance Commissioner Holmes of 
Montana, in writing to Commissioner 
McCormack of Tennessee regarding the 
convention examination issue, says: 

“Personally I do not subscribe to 
states using firms domiciled in Phila- 
delphia or New York, or any other 
place, in making examinations, and do 
not consider such examinations conven- 
tion examinations. In relation to this, I 
believe we have only to review the 
‘Merkle & Martin activity’ to understand 
the basis of such a position. 

“The convention examination is a 
compromise of the examination respon- 
sibility of the individual states and, 
whether or not a domiciliary state makes 
departmental examinations, it is only 
common sense that companies should 
submit themselves to convention exam- 
inations every so often. It may be that 
in the case of very large companies, 
convention examinations should be on 
a quinquennial rather than a triennial 
basis; however, this is a matter to be 
decided by the National Association of 
Insurance Commissioners. 

“T sincerely hope that we have heard 
the last of this nonsensical argument, 
and that the National Association of In- 
surance Commissioners, in future meet- 
ings, will be able to concern themselves 
with matters pertaining to the welfare 
of the citizens of their respective states 
insurancewise, rather than discussing 
the geographic carving of the United 
States into zones, whether it be four, 
six or none.” 





Gulf Life’s Potent 
“Ads” Get Results 


The Gulf Life of Jacksonville, Fla., 
has adopted a form of advertising in 
the secular papers that is attracting at- 
tention because it takes up a specific 
policy and then gives the annual rate per 
$1,000. In succinct form it presents the 
high lights of the policy and then fur- 
nishes sample rates for five year ages. 
This new series of policy analyses, 
now in its fourth month, has attracted 
considerable attention. Evidently the 
advertisements have created definite 
reader interest in the publicity itself and 
in the rates. Specific policies giving 
specific needs have been presented show- 
ing how much insurance can be bought 
for how much money. The Gulf Life 
did more business the first six months 
than its record shows for any previous 








“RECORDS 








Amicable Life, Tex.—Reports  in- 
crease of 35.9 percent in July production 
over July, 1938. This brought the gain 
for the first seven months to 21 percent. 

New England Mutual Life—Insurance 
in force at the end of the first six 
months totaled $1,562,000,000 an increase 
of $23,000,000. Los Angeles led in gains 
in new business for the half-year with 
58.6 percent increase, followed by Mem- 
phis, 49.8 percent; Des Moines, 49.1 per- 
cent; Newark, 47.9 percent, and Kan- 
sas City, 38.5 percent. 
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LISRB “Alumni” 
to Have Seminar 


Session on Agents’ 
Efficiency Scheduled 
Sept. 18 in New York 


NEW YORK—The Atlantic alumni 
group of the Life Insurance Sales Re- 
search Bureau schools of management, 
which was organized last spring in New 
York City, will hold its first seminar 
Sept. 18 at the Hotel Pennsylvania, New 
York City. J. V. Talbot, general agent 
Northwestern Mutual at Newark, is in 
charge. Each member will be permitted 
to invite one guest. The topic will be 
“Improving the Agent’s Efficiency 
Ratio.” 

The session will be conducted along 
the lines of the classes at the bureau 
schools. Each person attending will be 
given an opportunity to ask questions, 
either in writing in advance or orally. 
The session will begin with a luncheon 
at 12:30, discussion beginning at 1:45 
and lasting the entire afternoon. J. M. 
Holcombe, Jr., manager Sales Research 
Bureau, will be on hand, as will B. N. 
Woodson of the bureau. 

The Atlantic group includes alumni 
as far south as Washington. About 200 
are already enrolled, mainly from the 
New York City area. 

_ Officers of the Atlantic group, which 
is the first of such alumni organizations 
to be formed, are W. H. Bender, Jr., 
general agent National Life of Vermont, 
president; William Carroll, general agent 
Berkshire Life, vice-president; and John 
A. McNulty, manager Prudential, secre- 
oo All are of New York 
ity. 


Northwestern Mutual Makes 


Residential Loans at 4% 


MILWAUKEE—The Northwestern 
Mutual Life has reduced interest rates 
on residential mortgages from 414 to 4 
fercent in an effort to provide a greater 
outlet in that field for new funds and 
money to be invested. H. D. Thomas, vice- 
president in charge of mortgage activi- 
ties, said the financing will continue 
without commission. When the com- 
pany entered the residential mortgage 
loan field several years ago, the rate 
was established at 5 percent and no 
commission was required from the bor- 
About three years ago the rate 
was reduced to 4% percent, without 
commission. 

The new rate is the lowest interest on 
home mortgages in several decades and 
the Northwestern Mutual believes it to 
be the first large life company to cut its 
residential mortgages to as low as 4 per- 
cent. The move is expected to stimu- 
late the demand for mortgages in the 
residential field. 

Mr. Thomas said it is believed reduc- 
tion will enable the company to main- 
tain a better balance between its mort- 
gage and bond investments. While no 
money will be transferred from bonds 
into mortgages, new money and funds to 
be reinvested which the company con- 
stantly receives will provide funds for 
mortgage investments. The first six 
months of 1939 the Northwestern Mu- 
tual increased its residence loan invest- 
ments by $3,000,000. 

The Northwestern Mutual also has 
changed its schedules of interest pay- 
ments from semi-annual to a choice of 





} monthly, quarterly or semi-annually. It 


will make loans of 50 percent or less 
for 10 years or more, changing from 
the usual 10 years to 15 and 20-year 
loans as well. 

FHA loans are being made as high as 
90 percent of the value of the completed 
house and land. While the interest on 
such loans was reduced Aug. 1 from 5 to 
4¥% percent, they are still 14 of 1 percent 
higher than the new Northwestern Mu- 
tual mortgages in interest alone. In ad- 
dition there is the cost of federal in- 
surance and other items. 
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Fraternals See Public Relations Need 


(CONTINUED FROM PAGE 2) 





demonstrated its importance and neces- 
sity in industrial and financial life. 
Many industrial and financial institutions 
have derived great benefits from care- 
fully planned public relations programs. 
Any business that tries to operate today 
as it did 30 or 40 years ago soon will find 
decay setting in that will cause stagna- 
tion and loss of influence, he said. The 
fraternal life societies need a well organ- 
ized public relations plan. 

Life insurance should be dramatized 
in public relations work. The people will 
not be influenced by it because of finan- 
cial statements, but they will be by tell- 
ing them what it is and what it will do 
for them. All the public relations mate- 
rial should be positive and not negative. 
This will motivate them to action. 
There is good material in the fact the 
fraternal life societies came through the 
depression without a failure and paid 
every obligation in full. This the gen- 
eral public does not know, Mr. Williams 
said. 


Material Suitable for Plan 


Another fact valuable for dissemina- 
tion is that the societies since organiza- 
tion have paid out approximately 5% 
billion dollars and in 1938 benefits paid 
amounted to nearly $120,000,000. There 
are also the disability claims, amount of 
matured endowments, accident benefits, 
amount of money paid members as pol- 
icy loans or cash surrender values. In- 
teresting material can be made out of 
the total payments going to beneficiaries 
of members. 

Mr. Griswold said fraternal life insur- 
ance is confronted by a great responsi- 
bility to the American public and does 
not yet appear to be aware of it. The 
American people now are more inter- 
ested in security than in opportunity, 
and the sort of security they envisage is 
essentially that which insurance com- 
panies can provide. 

“More than 20,000,000 Americans are 
today receiving direct government sup- 
port as a matter of right,” Mr. Griswold 
said. “The most insidious and most 
dangerous business thinking today is 
that which argues that by some political 
deliverance or economic miracle these 
millions will somehow regain their in- 
herent repugnance for charity and chal- 
lenge opportunity to their death. That 
will not happen in this generation. We 
are dealing with a new philosophy and 
not with a cyclical episode in our 
economy. 


Opportunity for Fraternalists 


“If the opportunities of the times are 
to be embraced, what is more logical 
than that leadership should come out of 
fraternal insurance? It is closer to the 
rank and file of the American public 
than any other business. Yet unfortu- 
nately today it does not command a 
fraction of the respect to which it is en- 
titled both by reasons of sociology and 
of economy.’ 

Mr. Griswold said the fraternalists 
hold in their hands but make little use 
of a tremendous power that arises out 
of the common people. No political 
power and governmental administration 
would dare to defy its power if the 
fratet rnalists knew their strength and 
were using it to promote business and 
political sanity, give security and 
Strength to individuals, defend and pro- 


os free enterprises and individual 
Derty. 


Have Inferiority Complex 


The fraternal life insurance business is 
suffering from an inferiority complex, 
he said. It has not learned how to live 
down the old days of assessment insur- 
ance and is still haunted by recollections 
of individual losses when the legal re- 
serve system was adopted. 

Mr. Griswold said it is time for fra- 
ternal life insurance to take stock of 
itself, to recognize its liabilities, measure 
its assets, and start to move forward as 
a unified force. 

Three important factors in purchasing 





revenue bonds which seem to have been 
overlooked in the past were outlined by 
John B. Dawson, member of Thomson, 
Wood & Hoffman, New York law firm, 
in a talk on legal details relative to 
municipal obligations. The first is the 
question whether the service to be fur- 
nished by the proposed utility is of an 
essential character to users of the service 
or might easily be abandoned in hard 
times without undue inconvenience; 
whether it is an essential or luxury 
service. 


Issues Warning to Investors 


Second is the means provided by 
statutes for enforcement by the munici- 
pality of collections for services ren- 
dered by the utility even though it be an 
essential service necessary for con- 
tinued welfare and health of the com- 
munity. Third he said general municipal 
indebtedness must be closely watched. 
Revenues for such utility projects are 
collected from the same pocketbooks as 
those from which are secured all taxes 
and assessments. The total debt burden 
on the citizens cannot be ignored in 
weighing investment possibilities of rev- 
enue bonds. 

Revenue financing is here to stay, Mr. 
Dawson said, and will be one of the 
chief means of municipal financing in the 
future. He urged that intelligent in- 
vestors assist in limiting this type of 
financing to projects to which it is legit- 
imately applicable and which will prove 
economically sound. 


Societies Greatly Interested 


Mr. Griswold’s comments on the need 
for public relations work were intently 
followed by the fraternal leaders. With 
commercial life companies’ new Institute 
of Life Insurance, fraternalists are see- 
ing the handwriting on the wall. They 
start behind old line companies, for the 
societies have suffered in some respects 
by comparison—deserved or not. Some 
years ago they approved a $200,000 an- 
nual national advertising project, but 
before it commenced they got cold feet 
over the cost and pigeon-holed it. 

There is little likelihood, leaders say, 
that the societies will approve a similar 
project at Detroit, but the pressure is 
increasing to solve this problem and it 
is believed before long they will take 
action. 

B. C. Marks, head of the A. O. U. W. 
of North Dakota, was official quizzer. 
He called on S. H. Hadley, Protected 
Home Circle, past president N. F. C., 
for comment. The latter said he sub- 
scribed to Mr. Griswold’s statements, 
but he asked how societies could be 
awakened to their obligations in foster- 
ing proper public relations. Non-insur- 
ance-selling workers should be enlisted 
in this work as well, he said. Solidarity 
of action in fraternal work to this end 
is essential. 


Must Avoid Politics 


Joseph Berring, president Catholic 
Knights of America, St. Louis, stressed 
that politics must be avoided in public 
relations work. 

Mr. Griswold replied to Mr. Hadley 
that complete unity cannot be expected 
in any such program. To wait for utter 
solidarity, he said, would be to post- 
pone a public relations program per- 
manently. Even a few larger societies 
behind such an effort would swing so 
much weight that much would be ac- 
complished. He said nothing should be 
supported that could be construed as 
being allied with either side of any po- 
litical issue, special interests ,etc. 

Mrs. Bina West Miller, head of Wo- 
man’s Benefit, felt societies were so 
catholic in makeup, as to religion, po- 
litical faith, racial origin, etc., that any 
public relations program would be diffi- 
cult to draft so as not to inflict hardships 
on and be opposed by some members. 

She felt Mr. Grisworld did not do 
proper justice to the society organs and 
secretaries. She commented the organs 
are the proper medium for educational 








“TO KEEP 


QUALITY, SERVICE and! 
SAFETY, FIRST’ 


has been the constant 
aim and practice of the Indianapolis Life 
Insurance Company through its more than a 
third of a century of progress. 


QUALITY—business from quality field under- 
writers, quality assets, a quality Home Office 
personnel. 


SERVICE—to policyholders and representatives 
that is complete, prompt, efficient. 


and 
SAFETY, FIRST in all things. 


The Company's strong financial position and 
its growth to the largest company organized 
as a Legal Reserve, Mutual Company since 
1905 attest the wisdom of this course. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis, Indiana 
Over $109,300,000.00 of Insurance in Force 
Agency opportunities in Indiana, Illinois, Ohio, 
Texas, Michigan, lowa, California and Minnesota. 


EDWARD B. RAUB, President A. H. KAHLER, 2nd Vice-Pres. 
and Supt. of Agents 














Quality Business 
Benefits Everyone 


A quality business program, such as Protective 
Life has been carrying out for several years, 
benefits every party connected with the sale. 


The Agent—earns a larger, steadier income. 


The Policyholder—keeps his insurance in force 
and prevents losses through lapses. 





The Company—improves its service to both 
agent and policyholders. 


LIFE INSURANCE Q. 
William J. Rushton, President 
BIRMINGHAM, 
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effort. However she felt the address 
was stimulating. 

Mrs. Dora Alexander Talley, head of 
Woodmen Circle, Omaha, and past 
president N. F. C., said one of the great- 
est needs is to have a better trained field 
force, and societies are working to that 
end. If there is an inferiority complex 
among fraternalists, as Mr. Griswold 
charged, it will be eliminated by this 
campaign of education and moderniza- 
tion, she said. 

Mr. Griswold disbelieved that any 
frank attempt of government to take 
over the insurance business would get 
very far in this country, but, he said, 
the business might wake up some day 
and find it had been annexed. 

O. E. Aleshire, president Modern 
Woodmen, Rock Island, IIl., commented 
on the Dawson paper that it was a valu- 
able treatise on municipal securities. 

. 4. Cannon, head of C. O. O. F., 
Chicago, also expressed interest. 


New Officers Are Elected 


Officers elected were: President, O. E. 
Aleshire, president Modern Woodmen; 
first vice-president, Walter E. Below, 
president Fidelity Life; second vice- 
nresident, Francis Taptich, president of 
United Societies of the Greek Catholic 
Religion, McKeesport, Pa.; secretary- 
treasurer, Mrs. Grace W. McCurdy, 
head of Royal Neighbors, and official 
quizzer, Mr. Marks, head of A. O. 
U. W. of North Dakota. Mrs. Talley 
installed the new officers. 

Frank N. Julian, Alabama commis- 
sioner, in a paper significant of the 
modernization trend, earnestly urged 
the societies to prepare a uniform bill 
to provide for state licensing of their 
field deputies. 

“Tt is well known to the public,” he 
said, “that fraternal benefit societies do 
sell standard life insurance contracts 
and that these contracts are sold 
through an agency system just as the 
old line life companies sell their con- 
tracts. 

“A very small percentage of the new 
members joining fraternal societies are 
induced to do so without the assistance 
of a regularly commissioned deputy or 
agent. I feel that the change that has 
taken place in fraternal societies gener- 
ally makes it necessary for them to 
operate under some form of agency 
system. 


Need Experienced Men 


“In the present day fraternal, they are 
coming in direct competition with other 
forms of life insurance with a variety 
of plans and contracts, and it necessi- 
tates having a deputy or agent who is 
familiar with fraternal work generally 
but who will have the ability to present 
the various contracts which the fra- 
ternals are today putting on the market. 

“When we consider that in practically 
all states of the Union regular insur- 
ance agents are required to be licensed, 
and in a number of states under more 
or less rigid rules concerning his abil- 
ity, knowledge of insurance and what his 
status was with any previous company 
for which he may have worked, we must 
realize that with the exception of a few 
states, the fraternal system is the only 
system selling life insurance that is not 
required to secure license for its agents 
to represent them.” 


May Get the Riffraff 


Commissioner Julian said the fra- 
ternals do not have an adequate clear- 
ing house through which to secure satis- 
factory information regarding prospec- 
tive agents, where a license will be re- 
fused an applicant whose conduct has 
shown he did not understand the sub- 
ject, or who has not been honest and 
straightforward in his dealings. In 
many states such an agent is unable to 
secure a license to represent another 
company, Mr. Julian said, and “there- 
fore, might be expected to gravitate to 
the fraternal system, knowing that the 
exposure of his past record is mini- 
mized” through the fact a license need 
not be secured. 

Mr. Julian suggested preesnting such 
a uniform bill to the various states for 








Heads Presidents 








0. E. ALESHIRE 


O. E. Aleshire, president Modern 
Woodmen, Rock Island, Ill, was 
unanimously elected president of the 
Presidents Section of the National Fra- 
ternal Congress at the annual conven- 
tion in Detroit this week. 








passage by the legislatures, the license 
to be required only of persons who work 
to secure members as their principal 
means of livelihood, rather than secur- 
ing members occasionally due to mem- 
bership in a lodge. 


Cause of High Lapsation 


“Let me point out,’ he concluded, 
“that the present system does not at- 
tract and hold the producer; it is per- 
haps the answer for the enormous year- 
to-year lapsation; the fraternal is beset, 
and sometimes loaded down, with life 
insurance ‘cast off’ agents, those who 
have worked all companies possible and 
then seek employment with fraternals.” 

The N. C. executive committee 
held a long session, largely on routine 
business, Saturday before the convention 
opened, C. L. Briggs presiding. The 
seven N. F. C. sections held their an- 
nual meetings Tuesday. 


LAW SECTION MEETS 


W. W. Kummings, general counsel 
Ben Hur Life, Crawfordsville, Ind., was 
elected president of the Law Section. 
‘He succeeds James Mann Miller, Chi- 
cago, counsel Woman’s Benefit. Mr. 
Kummings was vice-president in the 
last year. W. C. Braden, Woodmen of 
the World, Omaha, was elected vice- 
president, and R. F. Allen, general coun- 
sel Standard Life, Lawrence, Kan., re- 
elected secretary-treasurer, a post he 
has held for a number of years. 

Deliberations of the section were 
mainly over recent statutory enactments 
and revisions of bylaws of societies that 
are necessitated by the new laws. George 
G. Perrin, general counsel Modern Wood- 
men, discussed the enactment and Len- 
don A. Knight, general attorney Royal 
Neighbors, Rock Island, Ill., the bylaw 
complications. Many must revise their 
bylaws, it was said, to comply with the 
New York fraternal code. Societies 
otherwise came through the legislative 
season fairly well. 


Uniform Code Is Needed 


Fraternalists do not agree among 
themselves concerning legislation that 
is desired, and thus the tendency of 
legislatures is not towards permanency 
and finality in legislation but toward 
chaos, George G. Perrin, general coun- 
sel Modern Woodmen, Rock Island, 
Ill., declared in a review of statutory 
enactments of the past year affecting 








fraternals. Uniformity in fraternal legis- 
lation is greatly needed. The business 
is many years behind time in seeking 
this. 

New York, Illinois and other leading 
insurance states already have adopted 
fraternal codes but in no instance, he 
said, have fraternalists been able to pre- 
sent a bill in which they were in full 
accord as to substance or language. He 
said the National Fraternal Congress 
could do great good by adopting a uni- 
form code and obtaining its ultimate 
acceptance by the various legislatures. 


Legislative Influence Lessened 


In years past fraternal societies, Mr. 
Perrin said, were pretty much in com- 
mand of the legislative situation, but 
this power has waned. He said the best 
results will be obtained through adop- 
tion by the N. F. C. of a new uniform 
bill, the exact wording of which would 
be followed by all societies in proposing 
or sponsoring any legislation, and by 
working with insurance departments 
and not against them in enactment of 
legislation. No individual person or so- 
ciety should sponsor any legislation 
without approval of the proper N. F. C. 
committee. 

It must be recognized that the insur- 
ance contracts are matters of public in- 
terest and properly the subject of state 
regulation. The day of writing insur- 
ance contracts solely as the insurer may 
elect have passed. Requirement of rea- 
sonable standards and prohibition of 
provisions undesirable or contrary to 
public interests should not be opposed, 
he said. However, it is preferable for 
the fraternalists by agreement as a body 
to say what the state provisions should 
be rather than to be subjected entirely 
to the whims and caprices of insurance 
committees in legislatures. 

He analyzed the New York code, find- 
ing a number of sections that should be 
revised. 

There also was a discussion, the con- 
sensus of which was that it would be 
wise for societies, even though they are 
not included under the U. S. wages and 
hours act, to comply with it, because 
the nation as a whole favors the act. 








STATE CONGRESSES 


A. O. Benz, president Aid Association 
for Lutherans, addressed the State Con- 
gresses Section as president of the 
Presidents Section. He discussed edu- 
cation, saying there was little wonder 
the general public knew so little of the 
real facts about fraternal insurance. 
Many field workers, he said, do not 
know, and perhaps even some head of- 
fice officials. Fraternalists have been 
neglectful as a system and as individual 
societies in spreading the light. The 
first duty, he said, is to educate home 
office departments and officials, then 
field workers, and finally the general 
public. Only then can fraternals really 
expect to go places and regain the posi- 
tion that they held many years ago of 
leading old line life companies in vol- 
ume of business in force. 

Mrs. Dora Alexander Talley, head of 
Woodmen Circle, installed the new of- 
ficers. Mrs. Ethel Holiway, Montgom- 
ery, Ala., is retiring president. She was 
succeeded by J. B. Baker, Maccabees, 
Detroit. Other new officers are: Vice- 
president, Mrs. Henrietta Snider, Wood- 
men Circle state manager, Richmond, 
Va.;  secretary-treasurer, H. Bruce 
Meixel, Philadelphia, state manager Ben 
Hur Life. Executive committee—Mrs. 
Holiway, Rene P. Kuntz, state manager 
Maccabees, Oklahoma City, Okla.; Paul 
J. Leyhe, state manager Aid Associa- 
tion for Lutherans, St. Louis, Mo.; J. 
E. Long, New York City, Woodmen of 
the World, Omaha, New York state 
manager. 


Miss Partridge Speaks 


Miss Frances D. Partridge, N.F.C. 
vice-president and secretary Woman's 
Benefit, addressed the section on how 
the congresses can be of help to the 

.F.C. Farrar Newberry, secretary 
Woodmen of the World, Omaha, spoke 











on how the state congresses can further 
Fraternal Day celebrations, and Foster 


F. Farrell, N.F.C. secretary-manager, 
gave an address. 
Mrs. Mamie E. Long, secretary 


Woodmen Circle, Omaha, was elected 
president of the Secretaries Section, 
succeeding H. M. Hauck, recorder 
A.O.U.W. of Minnesota. Other new 
officers are: Vice-president, Farrar New- 
berry; secretary-treasurer, Anna _ E. 
Phelan, secretary Women’s Catholic Or- 
der of Foresters, Chicago (reelected), 
and executive committee—Mr. Hauck, 
Miss Bertha McEntee, Ladies Catholic 
Benevolent Association, Erie, Pa.; John 
F. Lang, secretary Independent Order 
of Foresters, Toronto. 

Miss Partridge also addressed the 
secretaries, speaking on cooperation and 
especially dealing with the problems of 
small lodges. 


Others on Secretaries’ Program 


M. A. Clark, personnel director U. S. 
Rubber Company, talked on human re- 
lations in business; J. V. Abrahams, sec- 
retary Security Benefit, Topeka, Kan., 
discussed matters taken up by the com- 
missioners at the San Francisco annual 
meeting, and there were round tables 
on junior lodge activities, junior trans- 
fers to adult department, and local lodge 
promotion and assistance from the home 
office. 

Mr. Abrahams said it behooves all so- 
cieties to keep in touch with what is 
going on, else some regulations might 
be imposed on fraternals that would be 
opposed to their interests. 

He was asked whether he was op- 
posed to the convention examination, 
and said he thought it was a good thing 
if properly done, but he objected to 
“racketeers” among examiners who im- 
posed heavy fines over unnecessarily 
long periods, and really did little to earn 
the money. 

Some examiners, he said, don’t know 
what it is all about. “That is true of 
a great many examiners,” he said. “They 
attempt to tell you the value of your 
securities, disregarding rules of com- 
mon sense and even the formulas set 
by the commissioners.” 

ae Heaney, secretary C.O.O.F., 
Chicago, commented the fraternals are 
making friends among commissioners. 


EDITORS IN SESSION 


James G. Daly, editor of United Com- 

mercial Travelers, Columbus, O., was 
elected president of the Press Section, 
being advanced from vice-president to 
succeed Vivian Watkins, Royal League, 
Chicago. Other new officers are: Vice- 
president, Kate Miller, Woodmen of the 
World, Omaha; secretary, Mrs. Mary 
Baird, Woman’s Benefit, and executive 
committee—H. R. Freitag, Modern 
Woodmen; Mrs. Watkins, Myrle 
Schoessel, Royal Neighbors; Miss Rose 
Callahan, Ladies Catholic Benevolent 
Association, and W. W. Dunlop, 
I.0.0.F., Toronto. 
_In line with the trend to moderniza- 
tion among societies, much of the pro- 
gram was devoted to dressing up soci- 
eties’ organs as one of the best pos- 
sible means of public contacts and edu- 
cation. The society publications as a 
whole were severely criticised by Ralph 
M. Peters, Sunday editor Detroit 
“News” and editor of “Quill,” monthly 
magazine for newspaper men. He said 
most of these organs are “pretty sadly 
lacking in modern typography and 
makeup,” and many are back in the 
“horse and buggy days.” Some even 
repel readers, he said. In many there 
is no uniformity of type face. 


Must Spend Money on Magazines 


“The magazines are your best show 
window,” he said. “You will have to 
spend money on them, improve their 
physical appearance, run challenging 
articles, attract reader interest. Eye ap- 
peal is very important in order to get 
reader interest.” He stressed that they 
offer a front line weapon in any cam- 
paign to improve public relations. 

Miss Partridge addressed the section. 
Harold Allen, Fideity Life, read a fine 
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paper on improving the monthly maga- 
zines, entitled “Creating Reader Inter- 
est.” Jeanie Willard, Woodmen Circle, 
told how she writes scripts and produces 
pageants, which she said were an effec- 
tive means to reach the public. J. W. 
Breyfogle, Security Benefit, spoke on 
“Educational Publicity.” 

A pool of sanatoria, homes for orphans 
and the aged, and other similar facilities 
was suggested by Fred A. Johnson, vice- 
archon Royal League, Chicago, as a 
splendid way to improve the benefits of 
all societies participating. He urged 
that societies get together and work out 
a complete program. ; 

The interchange of services, he said, 
would provide societies not having sana- 
toria with these facilities. Other items 
might be legal aid and employment 
service not given by some societies. He 
felt the pool idea could develop into a 
big thing, resulting in elimination of 
overlapping, more efficient, less costly 
operations, better facilities through sup- 
port of each institution by all societies. 

The Fraternal Actuarial Association 
reelected its officers, these being: Presi- 
dent, Earl H. Nicholson, Joseph Frog- 
gatt & Co., New York City; vice-presi- 
dent, J. D. Reeder, Aid Association for 
Lutherans; secretary, Eugene H. Pakes, 
Woodmen Circle; treasurer, William T. 
Eldridge, consulting actuary, Cambridge, 
Mass., who was ill and could not attend 
the Detroit meeting; librarian, Miss 
Partridge; editor, R. D. Taylor, con- 
sulting actuary, Cedar Rapids, Ia., and 
counsel, C. L. Alford, consulting actu- 
ary, Nashville, Tenn.; D. D. Macken, 
actuary Woodmen of the World, Omaha, 
and Walter M. Curtis, Ben Hur Life. 


Speaks on Cooperation 


W. E. Wright, recorder A.O.U.W. 
of North Dakota, spoke on cooperation 
between actuaries and the agency de- 
partment. The actuaries can be of great 
help to the department and agents in 
the field in proper presentation of pol- 
icies, taking part in training schools, and 
also in stressing financial stability be- 
fore lodges, he said. 

J. D. Reeder presented a fine paper 
on hospitalization insurance, showing 
claim statistics of nonprofit hospitaliza- 
tion associations. It was his thought 
that the protection could be profitably 
written by fraternals with proper safe- 
guards. It is said no societies now 
write this line, but many feel it would 
tie in well with the disability coverage 
they sell and would provide a new ap- 
pealing tool for field workers. 

Robert Morris, assistant actuary of 
the Maccabees, spoke along the same 
lines as Mr. Wright. Frank Gadient, 
actuary Modern Woodmen, discussed 
persistency; R. D. Taylor spoke on dis- 
tribution of funds, and Mr. Reeder again 
on present liability for expenses on lim- 
ited payment life certificates after they 
become paid up. 


To Draft Valuation Clause 


A committee is to be appointed to 
draft a valuation clause to be presented 
to the N.F.C. blanks commitee with 
recommendation it be proposed to the 
commissioners’ blanks committee. J. E. 
Little, actuary Maccabees, presented a 
report prepared by Joseph Reault of 
Maccabees relating to changes in the 
income and disbursements schedule in 
the annual statement blank. 

In discussion of hospitalization, it was 
the consensus it would go especially 
well in rural communities, where the 
nonprofit associations have not, it was 
Said, extended their activities. Richard 

nderson, Royal Neighbors, gave a pa- 
Per on policy valuation. The actuaries 

Vednesday were conducted on a tour 
of the Maccabees and Gleaner Life 
home offices. 








MEDICOS CONFER 


Dr. William G. McLaughrey, chief 
medical examiner of the Protected Home 
Circle, was elected president of the Med- 
ical Section, being advanced from vice- 
President to succeed Dr. H. Z. Hibsh- 











man of Philadelphia, chief medical 
examiner Junior Order United Amer- 
ican Mechanics. Dr. Herbert B. Ken- 
nedy, chief medical examiner Woodmen 
of the World, Omaha, becomes section 
first vice-president; Dr. M. M. Wick- 
ware, chief medical examiner Gleaner 
Life, second vice-president, and Dr. 
Tracy H. Clark of Chicago, medical 
director National Union Assurance, re- 
elected secretary-treasurer, a post he has 
held for several years. 


Take Up Heart Diseases 


Dr. W. E. Thornton, second vice- 
president and medical director Lincoln 
National Life, who has attended many 
N.F.C. meetings, spoke on the main 
subject before the medicos, heart ail- 
ments. The electrocardiogram is a val- 
uable aid in selection, he said, but ques- 
tionable cases cannot be whitewashed 
merely because of a negative test. It is 
better, he said, in questionable angina 
pectoris cases to assume they are true 
angina cases for life insurance purposes. 

There should be some exercise test, 
Dr. Thornton said, especially in study- 
ing irregularities such as intermittent 
pulse. 

A symposium on heart disease was 
held, Dr. Hibshman discussing coronary 
occlusion due to thrombosis and embo- 
lism; Dr. Wickware considering angina 
pectoris, Dr. C. B. Ahlefeld, medical 
director Security Benefit, taking up 
myocardosis, and Dr. A. M. Limburg, 
medical director A.O.U.W. of North 
Dakota, discussing cardial asthma. 


Angina Pectoris Discussed 


Dr. Wickware said that angina 
pectoris is not the dread disease 
that it was in years past. Those 


who are afflicted, by employing care, 
not overexerting, etc., may live useful 
lives for many years. Sometimes the 
malady leaves and persons become nor- 
mal again. Angina is not easy to diag- 
nose, he said, because its only symptom 
is pain. Nothing characteristic can be 
found by examination of the heart, pulse 
or blood pressure, or by laboratory 
methods. Heart pains can be brought 
on by neurasthenia, hysteria or other 
nervous conditions, and by the effect on 
nerve centers of overindulgence in to- 
bacco, tea, coffee and other drugs. 

Therefore, it is obvious before declin- 
ing applicants giving histories of heart 
pains there should be the fullest inves- 
tigation possible. 


Paper on Myocarditis 


Dr. Ahlfeld’s paper was distrib- 
uted to the members in pamphlet 
form. This is of especial interest now 
since myocardosis is largely the result 
of wear and tear on the system and 
nutritive disturbances which result in 
degenerative changes. Life insurance 
companies have found a great increase 
in the degenerative diseases such as this 
in the depression years due to economic 


strain on individuals and a faster pace 


of living. Myocardosis is a forerunner 
of coronary occlusion, Doctor Ahlefeld 
said, which by early examination and 
diagnosis may be delayed or prevented 
through regulating the patient’s life. 





N. C. Agents Switch to C. L O. 
WINSTON-SALEM, N. C.—Agents 


in four unions in this territory, previ- 
ously affiliated with the American Fed- 
eration of Labor, have voted to change 
from that body to the United Office and 
Profesional Workers of America, a C. I. 
O. union. Obout 400 agents, located 
in Raleigh, Rockingham, Fayetteville, 
Lumberton and Burlington, are affected. 
The Fayetteville and Rockingham 
groups have already received C. I. O. 
charters and the others have been ac- 
cepted and expect charters soon. 





Capt. Herbert P. Dunlap, Reserve 
Corps, assigned to the 323rd infantry, 
who is Chattanooga district manager of 
the Connecticut Mutual Life, is spending 
two weeks active duty training at Fort 
Moultrie, Charleston, S. C. 
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THERE’S A REASON! 


For a gain of more than 40% in business 
during first six months of 1939. 


Our Family Unit Policy Is in a Class by 
Itself! 


Complete line of usual form policies plus 
many unique and practical forms of our 
own. 
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ing. 
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Compare our net cost! 


There are many reasons why salesmen 
are coming with Shenandoah! 


For full details write: 


SHENANDOAH LIFE 


INSURANCE COMPANY, INC. 


Roanoke, Va. 
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Capitalizing on Social Security Changes 


Srupy of the social security revisions 
leaves little doubt that the life insurance 
business is faced with probably the most 
important development that has thus far 
been forced upon it from the outside. As 
far as direct and lasting effect on the 
business is concerned, the ARMSTRONG in- 
vestigation and war risk insurance were 
the only external influences of comparable 
magnitude. The ARMSTRONG investigation, 
by correcting abuses, paved the way for 
greater confidence in life insurance, but 
it also had a lasting. effect on sales by 
limiting commission rates on new business 
for companies operating in New York, in 
which state are domiciled or licensed com- 
panies having approximately 85 percent of 
the insurance in force in the UNITED 
States. War risk insurance, first thought 
competitive, raised the sights of the buy- 
ing public as nothing else could have done. 

The social security revisions give to 
each employe insured under it since its 
inception three years ago the equivalent 
of anywhere up to $15,000 of life insur- 
ance if the man is married and has two 
children. It amounts to much more if he 
has more children, for each child gets a 
monthly income from the time the father 
dies until the child is 16 (or 18 if attend- 


ing school), equivalent to 50 percent of 
what the father would have received as a 
retirement allowance. The children’s in- 
comes are in addition to the widow’s al- 
lowance of 75 percent of the husband’s 
retirement pay, which she receives until 
the youngest child reaches the age dead- 
line. 

Fortunately, after their first reaction 
that their government had betrayed them 
by going directly into competition with 
life insurance, agents are taking the stand 
that the thing to do is to jump in and 
capitalize on the changes. Every prospect 
and every client needs his agent’s services 
more than ever. While there have been 
newspaper stories, probably the first un- 
derstandable explanation that most people 
get will be from their life insurance agents. 

Whatever the net effect of the changes 
is on the life insurance business, agents 
will do well to exploit the revised act as 
if it were a sales advantage to make the 
most of. If they don’t they are likely to 
be trampled underfoot by those who are 
seeking every sales possibility in the new 
setup. 

It would not be the first time that an 
apparently unfavorable development 
worked ultimately to an advantage. 


End of TNEC Hearings in Sight? 


Rumors. that the monopoly committee 
hearings on life insurance scheduled to 
resume Wednesday before a subcommit- 
tee will wind up the public hearings on 
life insurance have a welcome sound, 
even though they may turn out to be 
groundless. It is true that company 
officials will again be on the pan in 
the fall when the committee is scheduled 
to delve into the private sale of bond issues 
direct to life companies and other institu- 
tional investors. However, the possibili- 
ties of distortion and false emphasis seem 
to be more remote in an inquiry into pri- 
vate placements. The companies certainly 
saved a good many millions of dollars for 
their policyholders by buying direct. Fur- 
thermore, the Securttres & EXCHANGE 
COMMISSION must proceed somewhat cau- 
tiously in attacking private deals of this 
sort or it will be open to the accusation 
of merely being peeved because its restric- 
tions proved so burdensome that a large 
section of the investment market elected 
to step out from under SEC control. 

As to what the next few weeks of hear- 
ings on industrial insurance and some other 
phase of the business may bring forth, 
those in the life insurance business can only 
take a philosophic view and recall that 
despite the SEC’s desperate struggle to 


make newspaper headlines it has so far 
obtained comparatively little newspaper 
space and that the net result, as far as in- 
fluencing the public attitude on life insur- 
ance, appears to be almost exactly zero. 

Unluckily, industrial insurance, with 
which the next few weeks will be mainly 
concerned, lends itself to the purpose of 
unfriendly critics somewhat better than the 
other departments of the business. It is 
relatively easy for critics to ignore prac- 
tical considerations and adopt a counsel 
of perfection. The day which the TNEC 
devoted to hearing the praises of savings 
bank life insurance indicates that the in- 
quisitors are all too likely to prefer a 
theoretically excellent scheme like savings 
bank life insurance to a practical one like 
industrial insurance. They completely 
ignore the fact that whatever criticisms 
may be made of it, industrial insurance 
protects many millions of people from dy- 
ing uninsured, while such plans as savings 
bank insurance take the position that it 
is only a minor matter whether policy- 
holders are persuaded to do what they 
should in protecting their families. - 

The fact that industrial insurance or any 
other type of insurance is unable to do 
this job of persuading to the point of the- 
oretical perfection may be ground for criti- 





cism but it certainly does not justify those 
who would sit back and say that the only 
concern of the institution of life insurance 
is to provide coverage for those who seek 
it out and that carrying the message of 
insurance to those who should buy it is 
none of the companies’ business. 

At best, investigations such as the one 
being conducted by the TNEC are rela- 
tively harmiess. On the other hand, there 
is always the possibility that such an in- 
quiry can do an incalculable amount of 











damage. Sometimes the harm that is done 
is entirely unintentional on the part of the 
examiners, resulting either from the fact 
that they are not life insurance experts or 
that the newspaper men reporting the pro- 
ceedings make a wrong inference. Because 
of the possibility of building sensational 
material on a virtually non-existent founda- 
tion, it is to be hoped that reports to the 
effect that the life insurance hearings will 
be concluded in two or three weeks are 
correct. 








PERSONAL SIDE OF THE BUSINESS 





A. Morgan Duke, president of the 
Southland Life of Dallas and chairman 
of the board of the Commercial Stand- 
ard of Fort Worth, was host to em- 
ployes of the two companies and their 
families at a picnic at his estate near 
Grand Prairie, Tex. More than 400 at- 
tended. There was a baseball game be- 
tween the two companies in the after- 
noon, with a picnic supper and dancing 
in the evening. Assisting in the enter- 
tainment were J. R. Plummer, president 
Commercial Standard, and B. A. Don- 
nally, executive vice-president South- 
land. 

Kellogg Van Winkle, agency man- 
ager Equitable Society, Los Angeles, 
accompanied by Mrs. Van Winkle, is 
touring Europe, and will be away until 
Oct. 1. 

L. D. Levy, superintendent South 
African Mutual Life at Nairobi, Africa, 
was a San Francisco visitor. Mr. Levy, 
who is on a combined business and 
pleasure trip around the world, plans to 
study agency methods and practices in 
the United States, Canada and Europe 
before returning to Africa in January. 
Before being appointed superintendent 
three months ago, Mr. Levy had for 
several years been the leading personal 
producer of his company with a produc- 
tion in excess of $1,000,000 annually. 
Mr. Levy’s business was written princi- 
pally on European residents of the terri- 
tory. The South African Mutual is com- 
pleting a new home office building at 
Capetown which will be dedicated this 
fall. 

Karl Gumm, assistant cnemioneuten: 
of agencies of the National Life of Ver- 
mont, has left San Francisco for the 
head office after several weeks visiting 
Pacific Coast agencies. 


H. W. Buttolph, treasurer of the 
American United Life of Indianapolis, 
was called home by the sudden death 
of his son, R. F. Buttolph, divisional 
merchandise manager of one of the large 
department stores in Indianapolis. Mr. 
and Mrs. Buttolph had been spending a 
vacation at Les Cheneaux, Mich. 


E. A. Roberts, vice-president and 
general counscl Minnesota Mutual Life, 
slid 200 feet down a mountain slope, 
bruising and scratching himself so se- 
verely that he had to be taken to a hos- 
pital, while he and his family were 
motoring through Glacier park to Jasper 
park in western Canada. They were 
driving along a snowy stretch in the 
mountains when Mr. Roberts stopped 
the car so that his son could get out 
and take a camera shot of the scenery. 
The soft snow gave way under the boy’s 





feet and as he started to slip down the 
side of the mountain Mr. Roberts 
grabbed for him. Young Roberts was 
not seriously hurt but his father had to 
be carried back to the road and taken to 
a hospital at Cardston, Alta., where he 
remained three days. Mr. Roberts is 
back at his desk now, practically re- 
covered from the accident. 

Claire Morris, daughter of W. M. 
Morris, actuary State Life of Indianap- 
olis, won the junior women’s golf cham- 
pionship of Indiana, played at South Bend. 


Harold A. Dillman has just completed 
15 years of continuous service with the 
Security Mutual Life of Nebraska. He 
has been a member of the $150,000 Club 
ten times and been its president, vice- 
president and secretary. Since 1935 he 
has been manager of the Lincoln agency, 
but has each year rated among the ten 
highest personal producers. 


An appreciation dinner in honor of E. 
J. Hood and F. T. Underwood, agents 
of the Toledo, O., branch of the Trav- 
elers, was given by R. W. Byers, north- 
western Ohio manager in recognition of 
their having completed five years of con- 
secutive weekly production. Mr. Under- 
wood has been with Travelers 11 years, 
and Mr. Hood seven years. The Toledo 
agency is sponsoring an appreciation 
contest Aug. 1-Sept. 9 in their honor. 

Arthur F. Hall, board chairman of 
Lincoln National Life, was host over the 
last week end at his summer home at 
Leland, Mich., to President A. J. Mc- 
Andless and a number of the vice-presi- 
dents. Mr. Hall holds these outings 
every year or so for the leading Lincoln 
National officials. Among those attend- 
ing in addition to Mr. McAndless, were 

. L. Dern, vice-president and agency 
director; R. F. Baird, vice-president and 
general counsel; L. J. Kalmbach, vice- 
president and manager reinsurance de- 
partment; Dr. W. E. Thornton, second 
vice-president and medical director; Ce- 
cil F. Cross, second vice- -president and 
agency manager; Frank T. Travers, sec- 
ond vice-president in charge of invest- 
ment research; Sherman C. Kattell, sec- 
retary- actuary, and W. B. F. Hall, sec- 
ond vice-president, mortgage loan de- 
partment. Mr. Hall and Mr. Kalmbach, 
Paul N. Mantz and H. A. Winters, as- 
sistant secretaries, returned through De- 
troit, visiting the general agents there, 
John B. Ames and G. F. Lofthouse, and 
also sitting in proceedings of the Na- 
tional Fraternal Congress annual con- 
vention. 

J. N. McLean, general agent Penn 
Mutual Life at Jackson, Miss., recently 
had a narrow escape when struck by 
lightning while on the golf course of 
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the Jackson Country club. More than 
80 people were on the course, when sud- 
denly, out of a dark cloud, a bolt flew 
toward the green. It killed one of the 
players, a prominent citizen of Jackson, 
and his caddy, prostrated many others, 
and, striking Mr. McLean, threw him 
four feet into the air and dropped him 
unconscious on the green. Despite the 
blow and the shock, he was otherwise 
unharmed. Many of the injured were 
taken to hospitals. 


H. E. Moen, field superintendent at 
the head office of Midland National Life 
of Watertown, S. D., is confined to the 
Luther Hospital in that city. He was 
taken seriously ill after returning from 
a business trip. 


S. B. Love, for many years Richmond, 
Va. manager of the Mutual Life of New 
York, now retired, is being urged to run 
for mayor there. 


Ernest W. Owen, who retired recently 
as manager of the Sun Life of Canada in 
Detroit, serving that company for 26 
years, was married in Phoenix, Ariz., to 
Mr: Arabella May Gillespie. She is a 
sister of the wife of the Sun Life’s chief 
medical examiner in Los Angeles. Mr. 
and Mrs. Owen are residing in Berkeley, 
Cal. 

Thomas F. Powers, Racine, Wis., 
agent of the New York Life, has com- 
pleted 50 years of service as a life agent. 
He is one of the oldest active insurance 
men from the standpoint of continuous 
seivice in that section. Representatives 
of the New York Life went to Racine 
to pay personal tribute to his long and 
successful career and present him a serv- 
ice award. 

O. J. Arnold, president Northwestern 
National Life, has been named chairman 
of Minneapolis’ centennial celebration 
which will be held in October. The first 
settlement in what is now Minneapolis 
was made in 1839. 
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DEATHS 


F. J. Claypool, Muncie, Ind., one of 
the organizers and a director of the 
Standard Life of Indianapolis, died at 
his home after an illness of three 
months. 

P. A. Geldhof, 76, who had been in 
the life insurance business at Grand 
Rapids, Mich., for 50 years, and had rep- 
resented the Canada Life 45 years, died 
there. He had been a member of the 
Canada Life’s millionaire club. 

Clyde W. Savery, Scarsdale, N. Y., at- 
torney of the Association of Life Insur- 
ance Presidents, died Sunday night of 
pneumonia at Spirit Lake, Ia., following 
an illness of three weeks. ‘He was born 
in Atlantic, Ia., in 1901. He attended 
Grinnell College at Grinnell, Ia., and later 
the University of Iowa, from which he 
received the degrees of bachelor of arts 
in 1924, and bachelor of law in 1926. He 
then went to Cedar Rapids, where he 
engaged in the general practice of law 
until he joined the staff of the Associa- 
tion of Life Insurance Presidents in 
1933, becoming attorney in 1936. Fun- 
eral services were held in Atlantic, Ia. 

Walter F. Ellis, 63, for some years 
general agent of the New York Life in 
Boston, and more recently western man- 
ager of the investment department of a 
Boston bank, died at his home in Long- 
meadow, Mass. ; 

Eugene B. Stinde, 56, special agent 
Northwestern Mutual Life, St. Louis, a 
life member of the Million Dollar Round 
Table and for many years one of the 
largest life insurance producers in the 
middle west, died suddenly of a heart 
attack in a doctor’s office. He was at- 
tached to the general agency headed by 
C. H. Poindexter and is said to have 
sold $40,000,000 of life insurance and to 
have carried about $200,000 himself. He 
started with the Northwestern Mutual in 
1905 and except for a few years when he 
operated as an independent broker spent 
his entire career with that company. 








Send 10 cents for Hoodoo Day accident 
sales campaign plans to A&H Review, 
175 W. Jackson Blvd., Chicago. 


Former Holder of Month 
Production Record Dies 

















HARRY E. GLATZ 


Harry E. Glatz, 51, Jamestown, N. Y., 
died suddenly at his home there. In 
January, 1925, he set what was then a 
world’s record for one month’s produc- 
tion, by writing 515 applications for the 
Mutual Benefit Life, every one prepaid 
and examined, for a total volume of 
$5,578,850. Mr. Glatz’ record has been 
exceeded many times since then, but at- 
tracted much attention at the time it was 


COMPANIES 


Zelf Hulp Becomes Life 
Insurance Company 


The Zelf Hulp, a 60-year-old burial 
society, has been rechartered as an as- 
sessment life company and is now 
known as the Self Help Assurance So- 
ciety. It operates only in Illinois and 
the home office is at 30 North LaSalle, 
Chicago. 

It writes ordinary life and 20 pay 
life from ages 0 to 60. 

Admitted assets as of June 30 were 
$177,399; statutory reserve, $13,094; 
surplus to members, $169,368, and insur- 
ance in force, approximately $4,500,000. 
Cash reserve ratio to admitted assets is 
8 percent. The investment portfolio 
consists of 49.3 percent mortgages, 13.9 
percent U. S. government bonds and 
16.8 percent state and municipal bonds. 

With the reorganization and transition 
into an assessment company it was nec- 
essary for the company to rewrite and 
convert 4,600 closed contract certificates 
issued between the passage of the 1937 
Illinois insurance code and the rechar- 
tering of the company on May 1, 1939. 
At present there are 20,000  policy- 
holders. 

All policies of $1,250 and over are re- 
insured, chiefly in the Ohio National 
Life. President is George Ottenhoff; 
vice-president, Nicholas Knol; secretary- 
treasurer, A. J. DeBoer. The president 
and vice-president are nominal officers 
and the secretary-treasurer the active 
officer. 











Jefferson National Is 
Selling Affiliate’s Bonds 


The Jefferson National Life of Indian- 
apolis, licensed in March, has about 
$750,000 insurance in force. E. K. Mc- 
Kinney, an Indianapolis banker, is presi- 
dent. L. B. Marshall and W. E. Kelmke 
are vice-presidents, and John T. Rock is 
secretary. In connection with life in- 
surance, bonds are being sold with a life 
insurance tie-in. The Indiana insurance 
department takes the position that it has 














INSURES AGAINST 


1. SICKNESS 
2. ACCIDENT 


3. ACCIDENTAL LOSS 
of SIGHT or LIMB 


4. OLD AGE 
5. DEATH 
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careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 





ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Property Management 


APPRAISALS 
SALES INSURANCE 


Fat RT Ko 

ts (S | w ny 

nse angs 
Lae rab ie Peal Esrale Service] 


6 ST. JOSEPH ST. MOBILE, ALA. 











CALIFORNIA 





Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 





CALIFORNIA (Cont.) 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 
SAN FRANCISCO 


PORTLAND, SAN FRANCISCO, SEATTLE 




















COLORADO 








Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 














CONNECTICUT 

















BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


FLORIDA (Cont.) GEORGIA 
WILLIAM H. GOLD co. | | ADAIR REALTY AND 
Security Building, LOAN COMPANY 
Miami, Florida LOA NS 
e 
MORTGAGE LOANS Real Estate Renting 
REALTOR Insurance Chain Store Leasing 
PROPERTY MANAGEMENT Healey Bldg. ‘hie, Cn. 
Established 1881 
RUPERT L. RACKLEY Sales 
Realtors Leases 
ALFRED i. ‘ed Insurance 
2-454 
Miami, Florida PROPERTY MANAGEMENT 
APPRAISALS a 
oAPPRAISALS SHARP-BOYLSTON COMPANY 
PROPERTY MANAGEMENT Realtors 
Reference Florida National Bank 39-41 Forsyth St., N.W., Atlanta, Ga. 
& Trust 
Property Management ALB CLIN G; & SON 
General Brokerage Reaxrors; 
Appraisals SUYING-SELLING : ow 
Loans INSURANCE : 
37 BULL sTREET SAVANNAH,GEORGIA 
NcNUTT-HEASLEY 
REALTORS PROPERTY MANAGEMENT 


ORLANDO, FLORIDA 














IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 


HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 


L. L. McMASTERS 


PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 


Represent Jefferson Standard Life 
Insurance Company 


First Federal Bldg. 
St. Petersburg, Florida 











ILLINOIS 





| Ralph W. Applegate and Co. 


SALES AND LEASES 
PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 
MEMBER 


Chicago Real Estate Board 


National Ass’n. of Real Estate Boards 


Chicago Board of Underwriters 
Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 











F. D. COURNEEN 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 








WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 


Member of 
Institute Management 


and 
American Institute of Real Estate 
Appraisals 
195 No. Main St. 














FLORIDA 


Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 


HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. I. A. 


Complete Service Metropolitan Area 


Chicago, Illinois 

















OW.Cotton 


520-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 


Property Management Equitable Life Assurance Society 





Property Management 
Mortgages—Sales 
Appraisals 


ua. HAUGHTON -«. 


COMPANY 


108 West Bay St. Jacksonville, Florida 








COASTAL REALTY SERVICE, INC. 
Fermerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 














SWAN-LORISH 


Expert Property Management 
Sales—Loans—A ppraisals 
Property Surveys 


Chicago 
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INDIANA MISSOURI NEW YORK (Cont.) TEXAS 
wi t A Complete Real Estate Service as “48 Years in Dallas” 
Property Management| | HERBERT V. JONES || #4], & & @ | | J-W. LINDSLEY & 0. 
Seles Leases rite hepa REALTY COMPANY 
KLEIN & KUHN i. Herald Building, 332 So. Warren Street egement for Life I ane 
Guaranty Bldg. Indianapolis LEASES one PO a we - : Trust Companies. References. 
need, She Het 300 BRYANT BLDG., KANSAS CITY, MO. Rentals 1209 Main St. DALLAS 
LOUISIANA fea eae sn tec | OKLATOMA 
e ps Real Seesne- Siteainn McDONALD & COMPANY 
M. A. I. Appraisals Sales sete PROPERTY MANAGEMENT 
leadeenies Boaeee sg LOANS 601 Dan Waggoner Bldg. 
say Ba ig ol enataita Fort Worth, Texas 
MERCANTILE COMMERCE - e 
REALTOR — eo | sMORTGAGE! | | Property ea ana en howe 
ppraisals—Com; 
Brokerage - Management ST. LOUIS, MO. SALES COMPANY Service 
Riceu-Brewster Building : ae : 
Shreveport, Louisiana NEBRASK A Perrine Building, Oklahoma City A 
UTAH 
Real Estate DARNELL-ZUENDT CO. 
L. F. FARRELL Realtors and Insurors PROPERTY ae 
LEO FELLMAN & CO. APPRAISER REAL ESTATE RENTALS, . 
Established 1903 Se, APPRAISALS, SALES 
Property Management — APPRAISALS @ 
ivan Ins Montero nwiwe  —_| | FIRST SECURITY TRUST 60. 
524 Sharp Bldg. Lincoln, Neb. Beacon Bldg., Tulsa, Okla. (Property Management Dept.) 


829 Union St., New Orleans 








REALTORS 
Property Management 
Appraisals 


822 Perdido New Orleans 





MINNESOTA 





THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








NEW JERSEY 


OREGON 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 


Management Appraisals 
Member—Institute of Management 


Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Floor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 








NEWARK, N. J. 


PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


‘ember 
Real Estate Managers 


M 
American Institute o 
American Institute of Real Estate Apprassers 











NEW MEXICO 





DUNN & STRINGER 


INCORPORATED 


Empire Bank Building 
St. Paul, Minnesota 


McNeil S. Stringer, Pres. 
Mortgage Loans 


Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 


Complete Insurance Company Service 


PENNSYLVANIA 


Salt Lake City, Utah 








WASHINGTON 


Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 











PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 
Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 

J. W. MARKEIM, Member — AMERICAN 

INSTITUTE OF REAL ESTATE 
APPRAISE: 
INSTITUTE OF PROPERTY 

MANAGEMENT 





WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 








Seattle, Wash. 
COMMONWEALTH | /|F. S. Barrett & Co. 
REAL ESTATE CO. Realtors 
Modern Established 1894 
——— PROF pct ere eee T 


Ziegler Bldg. 

















PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 


eee 








WILLIAM H. GORSLINE 
119 Main Street East 


A COMPLETE SERVICE 
properly staffed 
Member—Institute Managemend 








F. L. Gates Company 
* REALTORS—INSURORS— 
MORTGAGE LOANS 
729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 

















Real Estate 209 South Fourth St. 
Property Management Albuquerque, New Mexico 312 Fourth Ave. Pittsburgh, Pa. Spokane, Wash. 
MISSISSIPPI NEW YORK TENNESSEE 
js In Our Experience of More Tham 25 Years Wil ° 
Mississippi’s Largest Realtor Help Solve Your Problems @ SELL Accident and Health 
sain ROCHESTER, NEW YORK sot bili dhinh Secale ' 
for nsurance 
W. P. BRIDGES PROPERTY MANAGEMENT 


The Accident and Health Review 


tells you how, gives you new sales ideas and sug- 
gestions, latest news, court decisions, etc., ete. 


Send 3c in stamps for sample copy to A-1946, 
Insurance Exchange, Chicago. 
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no jurisdiction over the bond sales as 
that work comes under the aegis of the 
state securities commission. The bonds 
are those of an operating company and 
they are payable in instalments. The 
Jefferson National Life placed on de- 
posit with the Indiana department $150,- 
000 representing $100,000 capital and 
$50,000 surplus. Stock of the life com- 
pany is given as a bonus in the bond 
sales. 





Smith Heads Commercial Life 


B. M. Smith has been elected presi- 
dent and director of the Commercial 
Life of Dallas, following the resignation 
of Charles E. Shedd. Mr. Smith, for- 
merly an attorney-in-fact of the Ameri- 
can Agency Lloyds of Dallas, has re- 
tained his connection as underwriter for 
the Lloyds. 


Surplus Allocation Hearing Aug. 31 


LINCOLN, NEB.—After taking par- 
tial testimony Insurance Director Smrha 
has continued until Aug. 31 a complaint 
of three holders of participating policies 
in the Lincoln Liberty Life that the 
company has failed to follow the re- 
quirements of the law with respect to 
allocation of funds as between partici- 
pating and non- participating insurance. 
Suit for an accounting had previously 
been filed in district court, but that 
tribunal heid the matter must first be 
presented to the state department. 

Examiner Wilson for the department 
reported that in 1932 at his suggestion 
$38,277 had been transferred from the 
non-participating surplus to participat- 
ing surplus, and that the company’s an- 
nual, statement showed this had been 
done. He said that since 1932 through 
1938 similar corrections and transfers 
should be made, and the company has 
agreed to do so. He said this would 
reduce the non-participating surplus to 





$214,613 and increase that of the par- 
ticipating surplus to $733 instead of a 
deficit of $37,021. 


To Operate New Radio Station 


The Carolina Advertising Corporation 
of Columbia, S. C., affiliated with the 
Carolina Life of Columbia, will operate 
a new radio station, WCOS, Oct 1. A. 
B. Langley is president and Ames 
Haltiwanger is vice-president. They oc- 
cupy similar positions with the Carolina 
Life. 








London Life’s New Agency Chiefs 


E. M. Blackie, B. R. Hooper and W. 
F. Thorne, formerly assistant superin- 
tendent of agencies of the London Life, 
have been appointed superintendents. 
Mr. Blackie will be in charge of ordi- 
nary agencies east of the Great Lakes. 
Mr. Thorne is in charge of all industrial 
agencies. M. G. Hallam, H. J. Bentley 
and J. A. D. Henderson have been ap- 
pointed assistant superintendents of 
agencies, the first two in the industrial 
branch and Mr. Henderson in the ordi- 
nary division. 





Howard Intermediate Manager 


V. K. Howard has been appointed 
manager of the new intermediate depart- 
ment of the Republic National Life of 
Dallas. He will devote his time to 
family group and individual budget 
policies. 


Grant Returns to Life & Casualty 


Otis P. Grant, formerly actuary of 
Life & Casualty of Tennessee, has re- 
turned to that company as personnel di- 
rector. Lately he has been located in 
New York. The personnel department 
will work in cooperation with division 
managers, the ordinary manager and 
district managers. Mr. Grant will be in 








charge of developing a plan for rating 
agents and applicants for agency posi- 
tions. He will be in charge of analyz- 
ing the territory in order to determine 
the possibilities. 

Mr. Grant is a native of Glendale, O., 
and was educated in Cincinnati and at 
the University of Michigan. Following 
his graduation from the university in 
1915 he was appointed secretary and 
actuary Farmers & Traders Life; 1924 
1925, actuary Cleveland Life; 1925-1931, 
actuary Life & Casualty, 1930, comptrol- 
ler and director, and 1931, vice-presi- 
dent and general manager. He resigned 
in 1935 to devote his time to personal in- 
terests. 


New Assistant Medical Director 


Dr. David S. Garner of Richmond, 
Va., has been appointed assistant medi- 
cal director of the Shenandoah Life. He 
has been with the hospital section of the 
Medical College of Virginia for several 
years. 


Becker Succeeds McPhail 


Paul Becker has been appointed pub- 
lic relations director of the Great Amer- 
ican Life of San Antonio, Tex., suc- 
ceeding C. B. McPhail, who resigned to 
go with an advertising agency. 








Bailey Is Wisconsin Life Actuary 
Robert C. Bailey, Winnipeg, Can., has 
been named actuary of the Wisconsin 
Life. 
Mr. Bailey graduated from the Uni- 
versity of Manitoba in 1933 and has been 
with the Sovereign Life since 1934. 





The agency organization of the Texas 
Life is conducting a president’s month 
contest in August in honor of President 
John D. Mayfield. 

George McLean has been named a 
director of Great-West Life. He is 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


CALIFORNIA (Cont.) 


OREGON 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


. Incorporated October 28, 1895 


Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 


CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 





COLORADO 


Over $700,000 Capital & Surplus 
TITLE INSURANCE 


ABSTRACTS 
COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore, 





UTAH 





Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus ever $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


433 South Spring Street, Les Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 








THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elllett Heuston, Pres. — J. Tate Duncan, Secy. 


Title Insurance Loans 
Real Estate Abstracts 


18TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 








INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 











San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
end ‘Trust Company 


in 







UNION JAMES D. FORWARD 


araeeie PRE STORE NT 


BMG CALIFORNIA 


SECOND AVENUE 
Av BROADWAY 


SAN DIEGO. 


Complete title, escrow and 
trust services. 


MISSOURI 


WASHINGTON 








Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 


Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 


Only complete tract index in St. Louis 


WASHINGTON TITLE 
INSURANCE CO. 


Capital $1,350,000.00 
803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 

















City and County. 








president of the G. McLean Company, 
Ltd., wholesale grocers. 


The Washington National and United 
Benefit Life have applied for licenses to 
write life insurance in Massachusetts, 


The Alliance Life has filed notice of 
intention to withdraw from California. 


NEW YORK 


TWO AGENCIES COMBINE 


The Equitable Society agencies of A. 
Rosenstein and Samuel Karsch in New 
York City have been consolidated and 
will be continued with Mr. Rosenstein as 
agency manager, Mr. Karsch as mana- 
ger of new personnel, and Leo Eisen, 
associate manager. When the announce- 
ment was made at a luncheon, the home 
office was represented by Second Vice- 
president Dalager and A. M. Spalding, 
assistant to the agency vice-president. 
The combined office will have a total 
membership of 90 people. Mr. Karsch 
has not been in the best of health in 
recent months and will leave shortly for 
an extended rest. 














FEWER CATASTROPHE DEATHS 


The Metropolitan Life in its statis- 
tical bulletin says that with the picture 
of the ill-fated “Squalus,” the submarine 
that sank off the coast of Massachusetts, 
vivid in one’s mind’s eye, and the mem- 
ory of the disastrous April tornadoes in 
the south central states still fresh, it is 
interesting to know that the first six 
months compare favorably with most 
other years in the death toll from major 
catastrophes. The records show that 
major accidents with the destruction of 
five lives or more have been much less 
frequent this year than in other recent 
years. A marked reduction in the aver- 
age number of fatalities involved in these 
cases was also disclosed. A large part 
of the loss of life in multiple-fatality ac- 
cidents results from those in which a 
relatively small number of persons, viz., 
5 to 10, lose their lives. 





LUTHER AGENCY OUTING 


The K. A. Luther agency of the Aetna 
Life in New York City had an all day 
outing at Westchester Country Club to 
celebrate the completion of the com- 
pany’s “Force of July” campaign. The 
agency was fourth in volume of business 
submitted and 20th among those exceed- 
ing their quota, while only two agencies 
had more individual quota breakers. 

President M. B. Brainard, Vice-presi- 
dents E. E. Cammack and S. T. What- 
ley, Assistant Vice-president W. H. Dal- 
jas. and 4. Luther, editor of the 
“Life Aetna-Izer” and until recently a 
supervisor at the Luther agency, were 
on hand from the home office. 

In addition to golf and tennis and 
other Sports, there was an opportuni ity 
to witness the grass court tennis 
matches and see many of the interna- 
tional tennis stars in action. Mr. Brain- 
ard, who is quite a tennis player him- 
self, was an interested spectator. 

At the dinner which concluded the 
outing General Agent Luther was toast- 
master. Mr. Dallas spoke briefly and 
Mr. Whatley talked on the results of 
the campaign. 





Arthur L, Boyer, Aetna Life agent in 
New York, has written a religious book 
on “The Latter Days—What?” which is 
being published by Fortuny’s, New York. 





Nowlin Agency in Rapid Growth 

LANSING, MICH.—The Lansing 
branch of the Dominion Life qualified 
the second largest.number of agents of 
any agency for attendance at the Golden 
Jubilee convention in Quebec. The Lans- 
ing office, pioneering in the Michigan 
field, stood in 31st place in 1931 when 
it was established. Now it stands fifth 
in volume and second in number of suc- 
cessful producers. Manager Roy G. 
Nowlin reports that the new business 
for the first seven months is ahead 25 
percent. 





C. H. Miller, 64, with the Prudential 
in Indianapolis more than 32 years, died 
at his summer home near Pierceton, Ind. 
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LIFE SALES MEETINGS 





Columbian National 
Has N. Y. Session 


NEW YORK-—Introduction of its 
new estate distribution plan to general 
agents and members of the Star Produc- 
ers.club marked the New York session 
of the Columbian National Life conven- 
tion. W. R. Beardslee, superintendent 
of agencies, explained the new material. 
The previous two-day session met in 
Boston. 

The Columbian National’s estate dis- 
tribution plan kit consists of a simpli- 
fied programming outfit and a detailed 
sales presentation. It is not only com- 
prehensive but extremely flexible, the 
aim of its designers being to permit its 
use in full or to enable agents to incor- 
porate as much of it as they desire into 
their present sales methods. 


General Agents’ Round Table 


The morning session, conducted by 
Vice-president A. A. McFall was de- 
voted to a general agents’ round table on 
making the most of the company’s ad- 
vantages in the job agency building. 
There was much discussion of using ac- 
cident and health, which Columbian Na- 
tional features prominently, on the 
ground that it enables new men to earn 
while learning; that it keeps men in the 
business by tiding them over periods of 
slack life insurance production; that it 
is a way of getting paid for prospecting, 
since it is often possible to sell an ac- 
cident policy to life insurance prospects; 
that it is a competitive aid in recruiting 
if the competing company does not sell 
accident; and that claim payments made 
to policyholders constitute good adver- 
tising in the neighborhood. The new 
“Pioneer” and “Yankee” hospitalization 
policies were reported as being more 
successful than any new policies the 
company has introduced in recent years. 

Discussion of the Life Insurance 
Sales Research Bureau’s aptitude index 
showed that it has proven so satisfactory 
that it is now used on every potential 
recruit. It has been found very accu- 
rate, particularly in weeding those un- 
fitted for the business. Users reported 
that with a few exceptions actual expe- 
rience with new men followed closely 
the predictions of the aptitude tests. The 
tests are also successful, it was said, in 
motivating recruits to go into the insur- 
ance business, since a formidable ques- 
tion usually is, “Will I be a success?” 


Discuss Special Policies 


Discussing special policies issued by 
Columbian National, general agents said 
that these were helpful in dealing with 
new men because of being designed for 
special purposes and hence more easily 
understood by an inexperienced agent. 
General Agent V. J. Pobrislo, summing 
up the agency building session, said that 
the important thing is to use all of the 
company’s advantages without missing a 
single bet and to make full use of the 
special helps which the company gets 
out constantly for its general agents. 

At the afternoon session L. L. How- 
ard, sales promotion manager, reviewed 
the past year’s material and pointed out 
that during that time the company has 
received double the amount of publicity 
in daily and trade papers that it has re- 
ceived in any recent year. He said that 
it Is reasonable to suppose that a con- 
siderable share of the increase in new 
business is due to better and more un- 
derstanding use of sales promotion ma- 
terial. Mr. Howard said that as a re- 
sult of trade paper advertising of the 

Yankee” hospitalization policy inquiries 
have come in from Canada, Cuba, Mex- 
Ico and Japan in addition to numerous 
requests for information from all parts 
of the United States. 

E. E. Lamb, Chicago general agent, 
said that the Star Producers club is "help- 
ful in talking to prospective agents, and 
that having members in his officeph an 
inducement to new men to join. 

L. E. Beardslee, Jr., New York: gen- 





eral agent, said that he uses the Seven 
League club in the same way. This is 
composed of those qualifying in the con- 
secutive weekly production contests. 

Summing up the day’s session, Mr. 
McFall said that now is the time to do 
a big job in agency building as the op- 
portunity is greater than at any time the 
last eight or 10 years. 

The previous evening members of the 
Star Producers club who also attained 
membership in the Seven League club 
were entertained at Billy Rose’s Dia- 
mond Horseshoe restaurant, a part of 
which had been set up as the Seven 
League club. 


Seaboard Life Meet Starts Aug. 27 


The Seaboard Life will hold its annual 
agency convention at Camp Waldemar 
near Kerrville, Tex., Aug. 27 to Sept. 3. 
Most of the morning sessions will be de- 
voted to panel discussions designed to 
answer the question, “How can agents 
make more money?” The program in- 
cludes as speakers Commissioner Wood- 
ward of Texas and Dr. M. L. Graves, 
vice-president and medical director Sea- 
board Life. 


State Farm California Rally 


About 500 attended the California 
state conyention of the State Farm com- 
panies in Stockton. President G. J. 
Mecherle and A. W. Tompkins, agency 
vice-president, spoke. The convention 
climaxed a week of conferences and 
educational classes conducted under the 
general supervision of A. M. Stanley, 
state director. 

The first meeting was a sales seminar 
of the life company group in Berkeley, 
Cal., with about 50 attending, addressed 
by representatives of the Sales Research 
Bureau. This was followed by a two- 
day conference of the state directors 
from the eight western states. 











Texas Prudential Meeting 


Carlsbad, N. M., will be the host city 
of the annual sales meeting of the Texas 
Prudential of Galveston Sept. 11-12. The 
program will include several nationally 
known speakers. It is announced that 
tentative arrangements have been made 
for Ben Smith of Dallas to give his talk, 
“Why Did I Lose That Sale?” . It is 
expected that this meeting will be one 
of the largest in the h:story of the com- 


pany. 





National Life Parley on Coast 


The Los Angeles, San Francisco, 
Portland, Ore., and Seattle agencies of 





the National Life of Vermont are hold- 
ing an inter-agency meeting in San 
Francisco, Aug. 28-30, to be attended 
by the leading producers in accordance 
with a three-month contest with a fair 
trip as a prize. S. C. Martin, San Fran- 
cisco general agent, is in charge of ar- 
rangements. 





Dallas Association to Be Guests 


At the Republic National Life’s an- 
nual convention in Dallas a fellowship 
luncheon will be held on Aug. 28 to 
which members of the Dallas Associa- 
tion of Life Underwriters are invited. 
E. B. Thurman, Chicago general agent, 
New England Mutual, President T. P. 
Beasley of the Republic National; R. L. 
Thomas, Fidelity Union Life, president 
Dallas association; and R. M. White, 
Dallas manager Jefferson Standard Life 
an president of the Texas association, 
will make short talks. Bray, 
Texas general agent New England Mu- 
tual, will present Mr. Thurman. 





Zimmerman B. M. A. Speaker 


The first public appearance of Charles 
J. Zimmerman, general agent Connecti- 
cut Mutual, Chicago, following his elec- 
tion as president of the National Asso- 
ciation of Life Underwriters in Septem- 
ber, will be at the 30th anniversary jubi- 
lee of Business Men’s Assurance Sept. 
28-30 in Excelsior Springs. He will 
speak on “The Job of Selling.” 

At the close of July, 103 salesmen had 
qualified to attend the meeting, and it is 
expected a number of others will have 
qualified before Aug. 31, which is the 
last date for the salesmen to meet the 





STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of August 15, 
1939: 





Par Div.* Bid Asked 
Aetna Life ..... 10 1.35* 30% 32 
Central, Til. ..... 10 sae 10 11 
Cen. States Life. 5 “ee 2 
Colum. Natl. L...100 ae 68 73 
Conn. Genl. .... 10 .80 28 30 
Contl. Assurance 10 2.00 36% 38% 
Federal Life .... 10 Pe 4% 5% 


Great Southn. L. 10 1.30 20 24 
Kan. City Life...100 16.00 350 400 


Rite & Cag..«... 3 .50 11 12% 
Lincoln Natl. ... 10 1.20 29 31 
New World Life 10 .40 5 6 
No. Amer. Life.. 2 ne 2% 3% 
N. W. Nat. Life.. 5 .30 11% 13 
Ohio Nat. Life.. 10 1.25 27 29 


Old Line Life.... 10 .60 10 12 

Sun Life, Can...100 15.00 375 430 

ris jy. eee 100 16.00 450 465 

Union Cent. Life 20 1.20 20 25 

Wis. National .. 10 1.00 17 19 
*Includes extras. 








necesary requirements. Headquarters of 
the convention will be at the Elms Ho- 
tel, Excelsior Springs. 


Williams to Visit Coast 


John P. Williams, director of the edu- 
cational advisory department of the 
American College of Life Underwriters, 
will be in San Francisco Aug. 23-25 for 
personal conferences with prospective 
students for the degree. He will be guest 
of honor at a luncheon Aug. 23 under 
the auspices of the San Francisco chap- 
ter, of which Leonard White, C. L. U. 
Northwestern Mutual Life, is president. 








can you 


Qualify for a general agency managership? 


Recruit and train new men? 


Show a record as a successful Life or Accident and Health producer? 


if you can 


A company recommended by insurance analysts has openings for 
such men in Ohio, Indiana and Illinois, and 


A plan for financial backing in establishing a successful general 


agency, and 


A complete line of standard and special Life, Accident and Health 


policy contracts, and 


Adequate training and sales aids. 


if you are interested 
Address Box K-28, The National Underwriter 


175 W. Jackson Blvd. 
Chicago, Ill. 








MANUFACTURERS 


For over 50 years the Manufacturers Life has contrib- 
uted as a stabilizing influence in the economy of both 
business and individuals. It is widely known as a 
sound and progressive company. 


INSURANCE AND DEFERRED ANNUITIES IN FORCE 
572 MILLION DOLLARS 


ASSETS EXCEED 167 MILLION DOLLARS 
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HEAD OFFICE 
TORONTO, CANADA 
Established 1887 
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NEWS OF LIFE 
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Allen Is New President 
of Colorado Association 


DENVER-J. T. Allen, Kansas City 
Life, was named president of the Colo- 
rado State Association of Life Under- 
writers at the annual meeting. He suc- 
ceeds George A. Stoecker, Travelers. The 
following vice-presidents were named: 

: . Dunn, Prudential, Greeley; 
Charles Tolles, Metropolitan Life, Colo- 
rado Springs; Clyde -L. Tyree, Pruden- 
tial, Pueblo, and A. T. Seivers, Travel- 
ers, Denver. Mr. Seivers was secretary- 
treasurer last year. He is succeeded by 
W. S. Cooley, Pacific Mutual, Denver. 

The Colorado state group has no 
general membership. It consists only of 
officers and serves as a coordinating 
body for the local associations through 
the state. The former Colorado Asso- 
ciation of Life Underwriters became the 
Denver Association of Life Underwrit- 
ers when a sufficient number of other 
local groups was developed through the 
state to justify this move. 





Plan Dallas-St. Louis Special 


DALLAS—A special train from Dal- 
las to St. Louis for the golden jubilee 
convention of the National Association 
of Life Underwriters is part of the plans 
of the “On to St. Louis committee” of 
the Texas association, headed by J. Har- 
old Sharpe of Fort Worth, if enough 
Texas life insurance men enroll for the 
convention trip. The Katy-Frisco Lines 
have been designated as the official route 
to St. Louis, with Dallas as the common 
point of departure for Texas delegates 
Sept. 24. The train will either be a 
part of the regular Texas Special or a 
second section of that train. 





San Antonio, Tex.—Harlan H. Winn, 
Travelers manager, was named vice- 
president to succeed C. B. McPhail, who 
resigned to accept an advertising con- 
nection in New York. Upon a motion by 
O. P. Schnabel, the association voted to 





indorse Isadore Samuels, New England 
Mutual, Denver, and Karl Madden, Penn 
Mutual, Des Moines, for trustees of the 
National association. 

El Paso, Tex.—Allen E. Bruce, Pacific 
Mutual, has been elected president; Hal 
D. Webb, Equitable Society, vice-presi- 
dent; L. C. Miller, Lincoln National Life, 
secretary-treasurer; R. J. Williams, 
Bankers Life of Nebraska, national com- 
mitteeman, and J. D. Williams, Travel- 
ers, state committeeman. Members of 
the executive committee include Malcom 
Webb, Life of Virginia; Brooks Travis, 
Jefferson Standard Life; Frank Arm- 
strong, Paul Revere Life, and T. E. Neill, 
Southwestern Life. 

Abilene, Tex.—Ewell Jones, Jefferson 
Standard Life, is the new president; H. 
L. Hays, Southwestern Life, vice-presi- 
dent, and D. M. Cranfill, Amicable Life, 
secretary-treasurer. 

Big Spring, Tex.—Lilburn Coffee, Kan- 
sas City Life, has been elected presi- 
dent; H. A. Stegner, Southwestern Life, 
vice-president; W. W. Barker, Bankers 
Life of Iowa, secretary-treasurer, and 
W. W. Inkman, General American Life, 
national committeeman. 

Birmingham, Ala.—Meyer A. Davidson, 
Mutual Life of New York, former presi- 
dent, has been elected national commit- 
teeman. He and President Martin Nun- 
nelley will represent the Birmingham 
unit at the St. Louis convention. 

Minneapolis—A 13 weeks sales course 
will start Sept. 15 open to all who wish 
to attend. The sessions will be from 
2 to 4 p. m., in the Gold room of the 
Radisson hotel. President W. S. Leigh- 
ton expects an enrollment of close to 
300. Instructors will include C. J. Zim- 
merman, general agent Connecticut Mu- 
tual, Chicago and Paul Speicher, R. & R. 
Service. 

Texarkana, Ark.—J. W. Stevens spoke 
on “The Problems of the Association,” 
and C. M. Wilson discussed “Self Devel- 


opment.” Newly elected officers are: 
President, Mrs. Maud S. Farrar; vice- 
president, W. E. Hatcher; secretary- 


treasurer, J. W. Stevens. 

Jonesboro, Ark.—C. B. Barnett, invest- 
ment broker and former life insurance 
man; C. W. Kinman, vice-president 
Arkansas association, and several mem- 
bers of the Jonesboro association spoke. 








LIFE AGENCY CHANGES 





Grein Made Detroit Manager 
of Union Mutual Life 


Cyril F. Grein is appointed manager 
of the Detroit agency of Union Mutual 
Life of Portland, Me. He succeeds J. 
H. Baker, who has resigned after 18 
years as manager. Mr. Grein, the com- 
pany’s leading personal producer for the 
year, has been associate manager of its 
Buffalo agency since January. He was 
graduated from Carnegie Tech in 1921 
and since then has been outstandingly 
successful in selling and supervisory 
work. Mr. Baker will continue with 
the agency as associate manager. 


Aiken Los Argeles Manager 


E, R. Aiken has been appointed Los 
Angeles manager of the Jefferson Stand- 
ard Life. He has had 22 years’ experi- 
ence in life insurance in North Carolina 
and Texas, and was with the Los 
Angeles office when it first was opened. 
For the past few years he has been con- 
ducting a brokerage business. 








Cockshaw Made Supervisor 


A. B. Cockshaw has been appointed su- 
pervisor of the H Lawrence agency 
of the Lincoln National Life in Newark. 
He will have charge of training and su- 
pervision of new men. 


Watson Announces Staff Changes 


Wallace N. Watson, Boston, general 
agent Connecticut Mutual Life, an- 





nounced several changes in his super- 
visory staff: 

Anthony W. Piston, formerly office 
manager and cashier, has been promoted 





to manager of the estate planning de- 
partment. Mr. Piston has had 31 years’ 
experience. 

Paul L. Abry succeeds Mr. Piston as 
office manager and cashier. Mr. Abry 
goes to Boston from the home office, 
where he was given intensive training 
following his graduation from the Uni- 
versity of Pennsylvania in 1938. 

John Palmer has been appointed serv- 
ice manager. He graduated from Am- 
herst in 1938 and has been given thor- 
ough training in policy contracts, set- 
tlement options and other important 
phases of service. 

Paul L. Guibord continues as super- 
visor of full-time organization. 


E. N. Grant Maine Manager 


Elwood N. Grant has been appointed 
manager for Maine by Fidelity Mutual 
Life. He was born and raised in 
Brewer, Me., where he was an outstand- 
ing football and baseball player at the 
high school. He has been in the life 
insurance business since 1932 as an agent 
of Metropolitan. 





Carnes to Western States 


D. L. Carnes has been appointed San 
Antonio branch manager of the Western 
States Life of Dallas. He served the 
National Life & Accident in north and 
east Texas for ten years and was one 
of the organizers of the Universal Life 
& Accident. He had charge of its San 
Antonio agency for eight years. 


Names Greene at Corpus Christi 


E. A. Greene, who has been with the 
John Hancock Mutual Life in San An- 
tonio, Tex., has been appointed Corpus 











Christi, Tex., branch manager of the 
Union Central Life by B. A. Wieder- 
mann, San Antonio, manager for south- 
west Texas. He will have offices at 917 
Jones building, Corpus Christi. 


King Made District Manager 

The Reliance Life has appointed 
Arthur King district manager in the St. 
Louis department, which is headed by 
Frank Vesser, manager for eastern Mis- 
souri and southern Illinois. Mr. King 
has been a successful personal producer 
in St. Louis for 15 years and is con- 
sidered an authority on salary allotment 
insurance. 








Rename General Mutual Men 


The Central Life of Iowa has recon- 
tracted Karl W. Anderson of Newark, 
O., and C. S. Routt, Van Wert, O., as 
supervisors in Ohio. They formerly 
were with the General Mutual Life of 
Van Wert, which was taken over by the 
Central Life. 

General agents recontracted were E. 
J. Mackenbach, St. Mary’s, J. P. Reed, 
a O., and R. R. Shaffer, Cleve- 
and. 


Opens Second Seattle Agency 


The Western Life of Montana has 
opened a second agency in Seattle. F. 
J. Spellacy, for a number of years one 
of the leading producers in the city, has 
been appointed general agent. It will be 
housed in the company’s office in Seat- 
tle along with the Bard agency. Mr. 
Spellacy has been engaged in insurance 
for 20 years. During the last 13 he has 
been connected with the Northern Life 
of Seattle. He is active in Democratic 
politics. 


McMichael Returns to Georgia 


E. J. McMichael has returned to his 
native state of Georgia as Atlanta gen- 
eral agent of American National’s ordi- 
nary department. He joined the Equit- 
able of Iowa as agency manager in Vir- 
ginia in 1924 and in 1930 he was trans- 
ferred to Nashville as manager. In 1935 
he became branch manager in St. Louis 
for the American National, where he has 
been located since that time. He asked 
to be transferred to Georgia as soon as 
there was an opening. 





Taylor East Texas Manager 


T. H. Taylor has been appointed east 
Texas manager of the Northwestern Na- 
tional Life by H. G. Hewitt of Houston, 
Texas state manager. Mr. Taylor has 
been with the company five years, the 
last two as Dallas manager. His head- 
quarters will be at Longview. 


New General Agent at Yakima 


During a trip to the northwest, 
Agency Vice-president Woollen of the 
Capitol Life in Denver completed ar- 
rangements whereby E. G. Becker be- 
comes general agent in Yakima, Wash. 
Territorial Supervisor M. E. Smead ac- 
companied Mr. Woollen on the trip. 


Cardosi Named by Bankers, Neb. 


John C. Cardosi has been named Kan- 
kakee, Ill., general agent of the Bankers 
Life of Nebraska in charge of Will, Kan- 
kakee and Iroquois counties. He has 
been a leading agent at Kankakee with 
the Metropolitan Life and before that 
was in general sales work for 10 years. 











Minty Joins Power 


R. G. Minty has been appointed 
agency manager for the W. V. Power 
agency of the Connecticut Mutual Life 
in San Francisco. He has been agency 
director in the San Francisco office of 
the Provident Mutual Life. 

Like Mr. Power, Mr. Minty is a grad- 
uate of the University of California, 
where he was prominent in student and 
athletic affairs. He was a member of 
the varsity baseball team—as was Mr. 
Power—and was signed up by the St. 
Louis Cardinals to play _professinal 
baseball—a career which Mr. Power had 





Goes to Denver 








EMERSON CARY, JR. 


Emerson Cary, Jr., who becomes gen- 
eral agent of the John Hancock Mutual 
Life in Denver, Sept. 1, has represented 
that company for some time at Hutchin- 
son, Kan. He was a member of the Mil- 
lion Dollar Round Table last year. 








declined, to enter the life insurance busi- 
ness. Also like Mr. Power, Mr. Minty 
started with the San Francisco agency 
of the John Hancock Mutual Life. He 
is well known for his success in recruit- 
ing and in training new agents. 





NEWS BRIEFS 


R. M. Boyd has been placed in charge 
of a district office opened at Amarillo 
by the E. F. White general agency of 
the Connecticut Mutual Life in Dallas. 

The Central States Life has appointed 
J. J. Salvert general agent at Port Ar- 
thur, Tex. 

R. F. Spires has been placed in charge 
of the new agency opened at Gaines- 
ville, Tex., by the Seaboard Life. 

E. M. McLaughlin, for eight years a 
personal producer, has been named by 
the Bankers Life of Nebraska as general 
agent at New Kensington, Pa.. 

The Minnesota Mutual Life has opened 
new Offices in the Spokane & Eastern 
building, Spokane, Wash., with F. H. 
Hathaway as general agent. 


Carl Engel, Jr., recently with the Pru- 
dential, has opened a life insurance de- 
partment in the office of Carl Engel, Inc., 
Milwaukee, representing the Wisconsin 
Life and Washington National. 





Circulating False Rumors 
Penal Offense in California 


SAN FRANCISCO—False rumors 
concerning insurance companies in Cali- 
fornia will be punishable by a fine of 
$1,000 or imprisonment for not more 
than one year, or both when the “false 
rumor” bill enacted at the last session of 
the legislature becomes. effective 
Sept. 20. 

The bill provides: “Any person who 
willfully and knowingly makes, circulates 
or transmits to another or others any 
statement or rumor, written, printed or 
by word of mouth, which is untrue in 
fact and is, directly or by inference de- 
rogatory to the financial condition or af- 
fects the solvency or financial standing 
of any bank or insurance company, 
doing business in this state (California), 
or who knowingly counsels, aids, pro- 
cures or induces another to start, trans- 
mit or circulate any such statement or 
rumor, is guilty of a misdemeanor pun- 
ishable by a fine of not more than $1,000 
or by imprisonment for not more than 
one year or both.” 





























meh meh fh feed feet PR 











August 18, 1939 





LIFE INSURANCE EDITION 











NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, 
Digest” and “Little Gem.” > 
PRICE, $5.00 and $2.50 respectively. 


Rate Books, etc. Supplementing the “Unique Manual- 
Published Annually in May and March respectively. 





Equitable of Iowa 
Makes Changes 


Some interesting changes are made 
effective Aug. 1 by the Equitable of 
Iowa. They are described as follows in 
an announcement by R. G. Hunter, vice- 
president and actuary: | 

1. Post mortem dividends on_ all 
death losses where death occurs on or 
after Aug. 1, will be paid in cash equal 
to the dividend which would have been 
payable at the end of the current pol- 
icy year had the insured survived. 

°9.. Interest on death claims. On all 
death claims on and after Aug. 1 where 
the claim is being paid more than 30 
days after the date of the insured’s 
death, interest at 314 percent will be al- 
lowed from 30 days after the insured’s 
death to the date of payment. If the 
policy is being settled under an option 
of settlement, the interest will be in- 
cluded in the proceeds applied under the 
option and the supplementary contract 
will be issued as of the date proofs are 
received in accordance with the terms 
of the policy contract. 


Family Maintenance Rider 


3. The family maintenance rider will 
be attached to any non-participating an- 
nual premium life policy except term. 
The same rates will apply as apply to 
the present family maintenance rider for 
participating policies and the same rules 
for attaching the rider will apply to boti 
participating and non-participating con- 
tracts. Until further notice the family 
maintenance rider cannot be attached to 
non-participating policies issued in Colo- 
rado and Nebraska. 

4. The company will consider at- 
taching the family maintenance rider to 
new policies on male lives issued at ages 
15 to 19 inclusive, provided the amount 
of the basic policy is at least $2,500 but 
does not exceed $25,000. 

_ 5. The company will consider term 
Insurance within the limits of $2,000 and 
$25,000, ages 15 to 19 inclusive, except 
the maximum in the case of females 
will be governed by regular female rules. 
Following are the annual premiums on 
$1,000 term policies and family mainte- 
nance riders for basic policies of $1,000: 


5Yr.Term Family Mainte- 
10 Yr. Term to 65 nance Rider 
~ Term on- Non- 10 15 20 
iw? Par Par. Par. Yr. 3p. bad 
i $9.45 $7.73 $9.67 $3.53 $4.99 $7.41 
7 9.50 7.76 9.78 3.54 5.00 7.42 
i. 9.56 7.80 9.90 3.56 5.02 7.44 
‘ 9.63 7.84 10.03 3.59- 5.05 7.47 
9.69 7.89 10.16 3.63 5.09 7.50 
Mutual Life of New York 


Revises Juvenile Policy 


The Mutual Life of New York has in- 
troduced an unusual beneficiary agree- 
ment along with its general revision of 
Juvenile contracts. This new agreement, 
called “premium protection contract,” 
becomes paid-up at the end of five years, 
although coverage continues until the 
child reaches age 21. The contract pro- 
vides that, upon death of the applicant 
(usually parent) the company will waive 
all premiums coming due prior to the 
anniversary nearest the child’s 21st 
birthday, and the company will also 
Walve any premium which may have 
come due within 31 days prior to such 
death. The extra premium for this ben- 
efit depends upon the plan of insurance 
and the ages of both applicant and child. 

Death benefits under the new juvenile 
contracts are graded so that 10 percent 
of the ultimate face amount is paid for 
each year of age at death, until full ben- 





efit is reached at age 10. The minimum 
ultimate amount that will be written is 
$1,000 and the maximum is $5,000. 
Where state laws are at variance with 
either the death benefits or limits, a no- 
ticeable example being the state of New 
York, these rules and benefits do not 


apply. 


Ord Pay Pay 
Age Life Lif Life 
Weccane esc wnewene $13.72 $18.08 $22.59 
Sy ea co eee wee 13.97 18.40 23.02 
SD ca tacccaeeres a 14.18 18.64 23.34 
y Per errr e 14.40 18.87 23.64 
TE tle ecdlar ac acme hoe 14.62 19.11 23.94 
as thvns nner us 14.87 19.37 24.37 
ra wlae ware tae e ueerea 15.12 19.64 24.60 
Saad die awasmee es 15.39 19.91 24.94 
SD teccvccoareueurs 15.66 20.19 25.28 





American Mutual Gives New 
Renewable Term Schedule 


Premiums on the annual renewable 
term policy issued by the American Mu- 
tual Life to provide coverage for amor- 
tized mortgages are given below in part. 
Amounts of insurance purchased at- 
tained age by monthly deposits are 
shown: 


Pre. 
Ann.$24.00 $30.00 $36.00 $42.00 $48.00 $60.00 
Mo. 2.00 2.50 3.00 3.50 4.00 5.00 


Age 
21 $2,516 $3,145 $3,774 $4,403 $5,032 $6,290 
00 3,125 3,750 4,375 5,000 6,250 


22 2,5 ,12 37 , 12 

23 2,484 3,105 3,726 4,347 4,968 6,210 
24 2,466 3,083 3,699 4,316 4,932 6,165 
25 2,452 3,065 3,678 4,291 4,904 6,130 
26 2,434 3,043 3,651 4,260 4,868 6,085 
27 2,412 3,015 3,618 4,221 4,824 6,030 
28 2,392 2,990 3,588 4,186 4,784 5,980 
29 2,370 2,963 3,555 4,148 4,740 5,925 
30 2,346 2,933 3,519 4,106 4,692 5,865 
31 2,324 2,905 3,486 4,067 4,648 5,810 
32 2,296 2,870 3,444 4,018 4,592 5,740 
33 2,268 2,835 3,402 3,969 4,536 5,670 
34 2,240 2,800 3,360 3,920 4,480 5,600 
35 2,210 2,763 3,315 3,868 4,420 5,525 
36 2,176 2,720 3,264 3,808 4,352 5,440 
37 2,140 2,675 3,210 3,745 4,280 5,350 
38 2,104 2,630 3,156 3,682 4,208 5,260 
39 2,062 2,578 3,093 3,609 4,124 5,155 
40 2,018 2,523 3,027 3,532 4,036 5,045 
41 1,960 2,450 2,940 3,430 3,920 4,900 
42 1,898 2,373 2,847 3,322 3,796 4,745 
43 1,836 2,295 2,754 3,213 3,672 4,590 
44 1,770 2,213 2,655 3,098 3,540 4,425 
45 1,704 2,130 2,556 2,982 3,408 4,260 
46 1,6 2,040 2,448 2,856 3,264 4,080 
47 1,560 1,950 2,340 2,730 3,120 3,900 
48 1,486 1,858 2,229 2,601 2,972 3,715 
49 1,408 1,760 2,112 2,464 2,816 3,520 
50 1,328 1,660 1,992 2,324 2,656 3,320 





Kansas City Life Issues 
Double Protector Policy 


A new whole life policy with a low 
rate to age 60 and a higher rate there- 
after has just been isued by the Kansas 
City Life. The company cals the policy 
the “double protector.” It may be ex- 
changed at age 60 for a whole life policy 
for the full amount at an increased rate. 

The subjoined table shows the pre- 
miums from ages 20 to 50 and on a 
$2,000 policy. The premiums payable 
after 60, if the exchange option is ex- 
ercised at that age, are shown in the 
right hand column. 


Ann. Ann Ann. Ann 

Prems. Prems Prems. Prems 

Pay. Pay Pay. Pay 

Before After Before After 
Age Age60 Age60 Age Age60 Age 60 
20....$26.00 $58.20 36.... 40.20 63.80 
Shi.c« 265 58.40 37.... 41.75 64.35 
22 . 27.15 58.65 38 43.45 64.95 
23 » 2640 58.90 39 45.30 65.65 
24.... 28.40 59.15 40 47.30 66.35 
25.... 29.10 59.40 41 49.40 67.15 
26 . 29.80 59.70 42 51.65 68.00 
27 . 80.55 60.00 43 54.10 68.90 
28 . 31.35 60.35 44 56.70 69.90 
29 . 32.20 60.70 45 59.50 71.00 
30 . 33.10 61.05 46 62.65 72.20 
31 . 34.10 61.40 47 66.05 73.50 
32 . 35.15 61.80 48 69.80 75.00 
33 . 36.30 62.25 49 73.95 76.65 
34 . 37.50 62.75 50 78.50 79.45 
35 . 38.80 63.25 





Cohen Indictment Dismissed 


Some weeks ago indictments charging 
violation of the New Jersey securities 
act were voted against Frank Cohen, J. 
W. Miller and Alexander Goldwin. The 


bill stated that the three obtained from 
one J. W. Ranow, $50,000 for stock of 
the Fidelity Funding Company. It is 
alleged that the three first proposed that 
Ranow buy stock of the Fidelity Insur- 
ance Company of Atlantic City. Then 
it is charged they represented that the 
Fidelity Insurance Company had liquid 
assets of $400,000 and that there were 
20,000 shares of stock outstanding. 
Later, according to the indictment, stock 
in the Fidelity Funding Company was 
substituted, the three under indictment 
claiming that it was the same thing as 
the Fidelity Insurance Company, since 
the Fidelity Funding Company was the 
holding company controlling assets of 
the insurance company. The indictment 
has been dismissed. The funds secured 
from the Fidelity Insurance Company 
were used to purchase a controlling in- 
terest in the Reserve Loan Life of In- 
dianapolis. Mr. Cohen was one of the 
factors in the purchase of the Reserve 
Loan. 


INDUSTRIAL 








Metropolitan Holds Coast 
Conference for 7 States 


Seventy district managers and 350 
agents of the Metropolitan Life from the 
seven western states embraced in the 
Pacific Coast territory were guests of 
the company in San Francisco Aug. 17- 
18. Many of the agents, who are lead- 
ing producers in their respective terri- 
tories and who have qualified as mem- 
bers of the company’s “Treasure Island 
Club,” have never had an opportunity 
to visit the Pacific Coast head offices 
because formerly there have been re- 
gional meetings. So that they may be- 
come conversant with the workings of 
the head office, Thursday was de- 
voted to a trip through the head of- 
fices with guides to explain the details. 
That evening the visitors and their 
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offered by a General Agency of their own may find 
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strong, enduring life in- 
surance company which 
for 72 years has adhered 
to principles of justice 
and friendliness. Well 
directed and_ soundly: 
managed, the protection 
the Equitable of Iowa 
| provides to policyhold- 
ers and their families i is 
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EVERY LIFE Contingency: 
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Our unique Optional 
Life and Endowment 
Policy is so very flex- 
ible that it actually 
provides a complete 
life insurance pro- 
gram. 


®Commonwealth Life's 
plan of Cordial Co-op- 
eration is enabling sales- 
men to build bigger in- 
comes more quickly. For 
full information write to 


WALTER S. SCHNEITER 
Secretary of Agencies 


Commonwealth Life 


INSURANCE COMPANY 
HOME OFFICE-LOUISVILLE, KY. 











wives were guests at dinner at the 
Fairmont Hotel where Henry E. North, 
vice-president, will be the principal 
speaker. Friday is to be spent at the 
San Francisco fair. 


Interstate L. & A. Holds 
Convention in Jacksonville 


About 250 officials, managers, assis- 
tant managers and agents are expected 
to attend the two-day sessions of the 
annual convention of the Interstate Life 
& Accident at Hotel Seminole, Jackson- 
vile, Fla., beginning Aug. 25. 

The program includes addresses by 
Dr. J. W. Johnson, president; C. S. 





Gwin, assistant secretary; C. H. Bader, 
actuary; Leal, vice president 
and secretary; J. F. Finlay, general 


counsel; F. L. Underweed, vice presi- 
dent and treasurer; T. L. Montague, 
chief clerk, industrial department; H. 
Clay Evans Johnson, vice president; 
George Gryder, chief clerk, ordinary 
department, and G. K. Henshall, vice 
president and manager of agencies, 
with separate meetings for Georgia and 
Alabama managers and assistants and 
for Tennessee, Mississippi-and Arkansas 
managers and assistants. 

Entertainment features include a sight- 
seeing trip to St. Augustine, oldest city 
in America, and marine studies Friday 
afternoon and the banquet, dance and 
floor show Friday night. 

The Interstate exceeded its allotment 
for the fiscal year by 46.1 per cent. This 
is the first year that its allotment has 
been exceeded. The Atlanta district, of 
which Jack Ellis is manager, was ‘the 
leading district fer the year with Rome, 
Ga., C. R. Megahee manager, second. 
Le. Wright, assistant manager Chat- 
tanooga, led all assistant managers in 
written business. R. E. Moore, Chat- 
tanooga, was leading manager on or- 
dinary. H. D. Barton of Rome was the 
leading agent. 





Conference Committee Heads 


President F. P. Samford of the In- 
dustrial Insurers Conference has an- 
nounced the following committee chair- 
men: Program, G. R. Kendall, Wash- 
ington National; good of the conference, 
Joe D. Morse, ‘Home State, Oklahoma 
City; auditing, W. <B. Clement, Pilot 
Life; credentials, J. H. McCary, South- 
ern Life & Health; laws, P. M. Estes, 
Life & Casualty; membership, Bascom 
Baynes, Home Security, Durham, N. C.; 
grievance, E. W. Craig, National Life 
& Accident; attendance, W. C. Ellis, 
Franklin National Life, Greenville, S. 
C.; golf, A. A. Biggio, Liberty National 
Life: resolutions, A. J. McAndless, 
Lincoln National Life; registration, R. 
H. Dobbs, Jr., Industrial Life & Health; 
entertainment, E. H. Speckman, Ken- 
tucky Central Life & Accident; revision 
of statistical forms, N. T. Weaver, 
Bankers Health & Life, Macon, Ga.; re- 
ception, L. C. McCabe, United Life, 
Jacksonville. 


NLRB Hearings in Chicago 

Hearings are scheduled before the 
Chicago regional office of the National 
Labor Relations Board on_ bargaining 
with industrial agents. The American 
National is scheduled for a hearing on 
Aug. 25 and the Sun Life of Baltimore 
on Aug. 29. 


T. P. Donohue Honored 


Timothy P. Donohue, recently retired 
as manager of the John "Hancock Mutual 
Life in Lawrence, Mass., was given a 
testimonial dinner by friends and former 
associates in honor of his 44 years serv- 
ice. President Guy W. Cox and Mayor 
Walter A. Griffin of Lawrence paid trib- 
ute to Mr. Donohue. 


Nebraska Outlook Gloomy 
LINCOLN, NEB. — Hopes of insur- 


ance executives for a renewal of activi- 
ties along normal lines have been dashed 
by the estimate of the state department 
of agriculture that but 73,000,000 bushels 
of corn will be harvested this year. This 
is about half the average crop for the 
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Hintzpeter Predicts Large 
Delegation to St. Louis 








EK. C. HINTZPETER 


E. C. Hintzpeter, Mutual Life of New 
York, Chicago chairman “On to St. 
Louis” committee for the golden jubilee 
convention of the National Association 
of Life Underwriters in St. Louis, Sept. 
25-29, predicts that the Chicago con- 
tingent will have the largest delegation 
from any city outside the convention 
state for the second successive year. 

With the convention more than a 
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month away, and without solicitation, 61 | 


reservations have already been made. 
The Chicago association had 33 repre- 
sentatives at Houston last year. Mr. 


Hintzpeter was chairman of attendance © 


last year also. 

A special train will leave Chicago at 
6 p. m. daylight saving time on Monday, 
Sept. 25, for St. Louis, arriving at 10:55 
p. m. Chicago time. If 30 or more peo- 
ple go at one time (returning is op- 
tional) the round trip fare of $11.35 will 
be reduced to $7.45. 

Mr. Hintzpeter requests those who 
are driving to advise the office of the 
Chicago association so that they may 
be selected as delegates and given the 
proper credentials. 


Serving on the convention attendance’ 


committee with Mr. Hintzpeter are C. 
Fred Lewis, Provident Mutual, chair- 
man transportation committee, and 
Marie C. Pedderson, Lutheran Mutual. 


BESSER AGENCY GAINS 


The E. E. Besser Lincoln National 
agency, Chicago, experienced a 40 per- 
cent increase in paid for business for 
the first seven months of this year as 
compared to the first seven’ of last. 





BROWN LEADS PENN MUTUAL 


G. S. Brown, who is associated with 
the J. M. Royer agency, 120 South La 
Salle street, Chicago, led the entire field 
force of Penn Mutual for July. For this 
achievement he has been named national 
president of the company’s Leaders Club 
for the month of July. 








past seven years of drought and partial 
drought and a third of a normal year’s 
production. The wheat crop this year 
also fell a third below normal. Govern- 








ment subsidies to farmers in the form , 
of conservation payments and checks for | 


curtailment of acreage will form a con- 
siderable part of the farm income this 


year in Nebraska. Midwest farmers who , 


have about 100,000,000 bushels of corn 
worth 43 cents on the market but upon 
which the government had loaned 57 


cents, are turning it over to the Com- 
modity Credit Corporation, which is 
seeking storage space at terminals. 


Turning: over of the corn cancelled the 
loans without penalty to the farmer. 


Coin Clocks 


COIN CLOCKS 
will help you sell 
more life insur- 
ance. 
New Low Price 
$1.99 and up. 
For full details write to: 


COIN CLOCK SERVICE CO. 
100 — Prospect —4th Bidg. 
Cleveland, Ohio 
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Insurance Lew List 


HINE’S INSURANCE 
COUNSEL 


(No Charge for Copies to Legal and 
Claim Dept. Officials) 


First National Bank Bldg. 
Edward E. Collins, Mgr. Chicago 
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LEGAL RESERVE FRATERNALS 





Colorful N.F.C. 
Ceremonials Held 


Ceremonials and the Mardi Gras 
which were brilliant features of the De- 
troit annual convention of the National 
Fraternal Congress drew many thou- 
sands of fraternalists and others to that 
city this week. Leaders said that never 
had so large an assemblage nor so elab- 
orate a display of drill teams and march- 
ing units been seen at a congress meet- 
ing. It was estimated about 15,000 fra- 
ternalists participated or were spectators. 

There were 151 adult teams and 48 
junior teams shown as registered in the 
program representing, it was estimated, 
approximately 3,000 individuals from all 
parts of the United States, but 204 
teams participated. The juniors took 
part in exhibitions in the state fair 
grounds coliseum Monday morning and 
the adults there in the afternoon. 

J. B. Baker, secretary Michigan Fra- 
ternal Congress, building manager 
Maccabees and executive committeeman 
of Michigan camp of that order, was 
secretary of the general N.F.C. conven- 
tion committee in Detroit and marshal 
and master-of-ceremonies at the demon- 
strations in the coliseum. 

Parades of the drill teams, drum and 
bugle corps and marching units were 
held both at the coliseum and in the 
Mardi Gras, which latter was held on 
Washington boulevard just outside the 
Statler Hotel, convention headquarters. 

Features of the Mardi Gras were the 
colorful costumes of the foreign lan- 
guage societies and their folk dances on 
a platform in the center of the avenue. 


Gleaner Life President Is 
Killed in Auto Accident 


Herbert P. Orr, president and attor- 
ney of Gleaner Life, Detroit, and his 
wife were instantly killed in an automo- 
bile accident this week while they were 
driving from their home at Caro, Mich., 
to attend the annual convention of the 
National Fraternal Congress at Detroit. 
The car Mr. Orr was driving struck a 
gravel truck which had failed to stop 
for a through highway. 

He was 57 years of age and was born 
at Caro. He was a graduate of Univer- 
sity of Michigan law school and had 
practiced law in Caro for many years, 
in addition having been president of a 
bank there. He also for some time was 
connected with the Michigan insurance 
department, first as actuary and later 
as deputy commissioner. 

Mr. Orr was attorney of Gleaner Life 
1916-19. He was elected president and 
attorney about 2%4 years ago. He was 
connected with the society actively for 
about 15 years. He was recognized as 
an authority on economics. Mr. Orr was 
a Michigan state senator for a number 
of years. He was past chairman of the 
Michigan child delinquency commission 
and was still active in that work, 








Ohio Reports on Fraternals 


COLUMBUS, O.—The liquidation 
section of the Ohio division of insur- 
ance reports a 2814 percent dividend, 
totaling | $30,000, has been paid in the 
Order Knights of Joseph liquidation and 
39 percent dividend totaling $42,500 on 
the United Home Order of Cleveland 
liquidation, 

The rehabilitation of the St. Stevens 

oman Catholic Men’s and Women’s 
Society of Cleveland has been completed 
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and its business reinsured in the Ameri- 
can Catholic Magyar Federation, which 
was also in rehabilitation. The two have 
been merged into a new fraternal so- 
ciety, King St. Stevens Catholic Hun- 
garian Society. 





Report on North Star 


The Illinois department has made a 
report of its examination of the North 
Star Benefit, 503 State Trust building, 
Moline, Ill., a fraternal, as of June 30, 
138. Its assets are $1,48,097, reserves 
$722,619, surplus $408,678, solvency ratio 
151.9. The report says the cash position 
is well maintained and surplus funds are 
being currently invested in a diversified 
selection of securities, affording a net 
interest return in excess of reserve re- 
quirements. The mortality losses in- 
curred have been favorable and ex- 
penses ‘moderate. Insurance in force at 
time of the examination was $4,313,392. 





Modem Woodmen’s Figures 


Modern Woodmen reports new busi- 
ness in July, $2,281,550, increase 14 per- 
cent over June. The gain came from the 
junior business which was about $300,- 
000 in excess of June. Southern Illinois 
tops the list of new business producers 
for July with $176,950. 





Plan State Fair Observance 


MILWAUKEE—Fraternal Day at 
the Wisconsin State Fair will be ob- 
served Aug. 23, with members from 18 
fraternals participating in afternoon and 
evening programs. O. R. Werkmeister, 
Modern Woodmen, president of the Mil- 
waukee Fraternal Congress, is chairman 
of the committee in charge. 





Glimpses of Personalities 
at Detroit Convention 


(CONTINUED FROM PAGE 6) 


nently displayed at N. F. C. meetings. 
Sound Americanism is one of the impor- 
tant tenets of fraternalism, and much 
of the adult and junior lodge activities 
is designed to promote patriotism. 


Several societies held open house and 
other functions for visiting members. 
Among these were Maccabees and 
Gleaner Life of Detroit and United Com- 
mercial Travelers of Columbus, O. Wood- 
men Circle held a party Sunday night. 

Hooper- Holmes Bureau had _ head- 
quarters in the Statler with Lawrence E. 
Black, Detroit manager, in charge. He 
assisted visitors in arranging sight- 
seeing trips, making reservations, etc. 

Through the courtesy of Ben Hur Life, 
Crawfordsville, Ind., and its president, 
J. C. Snyder, a film prepared just re- 
cently for that society, entitled “Happily 
Ever After,” was shown at the field man- 
agers’ night session. It dramatized the 
idea of fraternalism. It was made by 
Associated Sales, Detroit, whose presi- 
dent, Genaro A. Florez, addressed the 
group. Grover Holgate of the Ben Hur 
field supervisory staff and R. B. McCain, 
editor of “The Chariot,” were instru- 
mental in having the film produced. Mr. 
Florez for a number of years traveled 
for several societies out of the home 
offices, including Modern Woodmen, 
A. O. U. W., and W. O. W. 

H. C. Smale of Chicago, president the 
National Union Assurance, and other 
officers of the society were guests of 
their Detroit lodges meeting jointly. 
Other officers who attended were E. A. 
Myers, Toledo, secretary-treasurer; C. F. 
Wescot, St. Louis, general counsel, and 
Cc. P. Ferguson, Toledo, special repre- 
sentative. 

Frank Speakman, consuiting actuary 
of the Alabama, Arkansas and several 
other departments, was a visitor at the 
N. F. C. meeting. 

Harry R. Wilson and Harry V. Wade, 
vice-presidents American United Life, 
were seen in the sessions. Donald Bangs 
of the municipal bonds department also 
was a visitor. 

Modern Woodmen degree teams had an 
encampment at Edgewater Park. 








Holgar Johnson in 
Address Before the 
Fraternal Officers 
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in that same period, exclusive of policy 
loans, $15,700,000,000, all of which the 
American people had saved for just that 
kind of emergency. Then, in 1938 alone, 
there was $2,600,000,000 paid out, 62 per- 
cent of which went to living policyhold- 
ers and the balance to beneficiaries. This 
is performance in no uncertain terms. 

“3. It is due to the so-called American 
agency system, or the American life in- 
surance agent. The most significant rea- 
son why we have this large volume of 
insurance in force is due to the fact that 
the American agent has been able to 
create a confidence in what he has said 
life insurance would do for the bene- 
ficiary.” 


Agents Must Earn Recognition 


In order to be entitled to public rec- 
ognition, Mr. Johnson said, the agents 
must earn it. There are several bases, 
he said, on which agents can make a 
vital contribution to a better public un- 
derstanding of life insurance. One is by 
what he called the collective process. 
This is done through the organizations. 
In outlining what can be done through 
this process he said the associations can 
help to raise the standards of perform- 
ance of a people within the business 
by a sound educational program. Next, 
he said, those in the National Associa- 
tion of Life Underwriters are interested 
in promoting what he calls its agency 
practices agreement, the purpose of 
which is to raise the standards of the 
men and women in the business by 
eliminating the part time person from 
all urban centers of over 50,000 popula- 
tion and, next, by eliminating the obvi- 
ously unfit. 


Individual Agent’s Responsibility 


The individual producer, he said, has 
an additional responsibility for any 
agent who is worthy of being called an 
agent must be more than a salesman if 
he hopes to justify his position in the 
business. In addition to being a sales- 
man he has other functions to perform. 
For instance, he must create his own 
market. Second, he has a job to see that 
the proper type of insurance is sold in 
order to serve the best interests of the 
assured and not just that which he be- 
lieves should be his best interest. 
Third, having sold the policy he has the 
responsibility to service it properly. 
Fourth, if an agent does not wish to 
service a policy during his lifetime he 
has no right to write it. Next, the 
agent has a responsibility to see to it 
that life insurance is distributed prop- 
erly. In other words, arrange it under 
optional settlement so that the insurance 
will accomplish the maximum _ good. 
Next, having placed this insurance on 
an income basis, the agent then has 
the responsibility of seeing to it that 
the policyholder is followed up to make 
sure that the insurance that was dis- 
tributed on a program that created a 
Godsend today would not through negli- 
gence of the agent and unfortunate eco- 
nomic circumstances of the policyholder 
or certificate holder turn out to be a 
hardship tomorrow. In addition to all 
this, he said the life agent must also 
be a good salesman. 

In closing he said: “I have no fear 
of tomorrow’s attitude toward life in- 
surance or toward the life insurance 
man if you and I individually recog- 
nize our responsibility to our assured 
and conduct our business in such a man- 
ner that we earn public prestige and 
recognition. If we earn it we will get 
= RI not, we have no right to ask 
or it. 





Push accident insurance on Hoodoo 
Day, Friday, Oct. 18. Send 10 cents for 
Plans to A&H Review, 175 W. Jackson 
Blvd., Chicago. 





Five Modern Legal 
Reserve Contracts 
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©@Twenty Payment Life 

@ Endowment at Seventy 
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©@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 
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Fraternal Managers 
Plan to Get Charter 


(CONTINUED FROM PAGE 6) 


readily be developed. There must be 
loyalty between all departments of the 
business, between home office and field 
force, executives and subordinates, vari- 
ous departments and employes. In this 
way there is secured the greatest pos- 
sible efficiency and cooperation. The 
success of any organization largely is 
dependent on its spirit. 

Miss Partridge was introduced and 
also welcomed the delegates. 


Holgar Johnson Makes a Hit 


Holgar Johnson, president National 
Association of Life Underwriters, was 
introduced by Mr. Hadley and gave a 
talk on modern selling that created great 
enthusiasm. 7 

Two Protected Home Circle men, Ed- 
ward and William Hyde, Sharon, Pa., 
next presented a skit, “How to Lose 
Sales and Alienate Prospects.” In com- 
mercial life companies’ agency meetings, 
such skits have been given for some 
time, but so far as is known this was 
the first such skit produced in the fra- 
ternal ranks. The lines were clever, hu- 
morous and very pointed. 


Present Awards to Students 


Norton Williams presented the “Fra- 
ternal Insurance Counsellor” degree to 
several successful candidates, assisted by 
A. O. Benz, president Aid Association 
for Lutherans. He reported 64 have 
earned the award since the degree was 
inaugurated in February, 1938, and 84 
have applied. Thus 20 have so far failed 
to pass. To do so, Mr. Williams said, 
required a great deal of study in addi- 
tion to selling $100,000 of life insurance 
in a year. W. E. Albrecht, Protected 
Home Circle, was the first graduate, and 
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Huldah Donohoe, Woodmen Circle, first 
woman graduate. Mr. Benz called the 
roll of awards, which were: 

Aid Association for Lutherans—H. W. 
R. Albrecht, August Arndt, Max M. 
Backes, C. Bahle, H. F.-Bernhardt, E. E. 
Bertram, W. C. Birk, Fred Bork, A. M. 
Falde, August Faubel, A. W. Fiegel, H. 
F. Friedrichs, H. A. Gawrisch, A. C. 
Gilker, E. C. Ginnow, W. J. Gotsch, John 
Kirsch, A. W. Ladwig, Ira L. Lecy, W. 
B. List, H. L. Mueller, E. H. Newmann, 
R. R. Peck, John Pekrul, Edwin Pleuss, 
A. H. Poepp, T. L. Precht, Norman Schaar, 
F. A. Schmitt, Frank Schmittgen, John 
Schram, K. A. Schultz, A. F. Stockhaus, 
E. L. Weinrich, E. C. Wind, H. C. Wind, 
Fred Woidneck, A. B. Zimmerman, R. A. 
Ashbrook, E. D. Schroeder, Fred Wie- 
beck, A. H. Blankenburg, W. H. Hin- 
richs and W. C. Trettien. 

Protected Home Circle—W. E. Allen. 

Gleaner Life—George Currier, W. B. 
Lindsey. 

Woodmen Circle— Hu1dah Donohoe, 
Hazel Godlove, Florence H. Jensen, Etta 
Orr, Kitty Fooshee, Lois Waterfield and 
Fern Bauersfield. 

Maccabees—V. J. Donnan, Frank Gar- 
ber, E. V. Wood. 

Fidelity Life—R. T. Gassaway. 

A. O. U. W. of North, Dakota—c. L. L. 
Hunter, Sylvester Schroer and T. B. 
Yates. 

Equitable Reserve—Gladys Tatroe. 

Royal League—Cecelia Zabilka. 


Morale Is Improved 


Mr. Wright said: “There is no ques- 
tion that the introduction of this course 
has had a very definite effect in improv- 
ing the morale, the knowledge of the 
business and the ability to sell success- 
fully, in those organizations using the 
course in a larger way. The course 
takes the newly appointed field worker 
and gives him a firm foundation of 
knowledge of the business and where 
to go to sell it and how to sell it. It 
takes the older field worker who is 
slipping or discouraged or indifferent, 
recharges his batteries, so to speak, and, 
with the stimulation of new conceptions, 
puts him back on the road to greater 
success. We feel, therefore, that results 
already obtained have well justified this 
association in getting behind this proj- 
ect of a field training program.” 

The course first was introduced in 

August, 1937, he said. Members guar- 
anteed purchase of 700 sets. In all 
1,202 have been bought—by 62 societies, 
but only 14 bought quantities of 25 sets 
or more, four purchased 100 or more, 
each, and one bought 228. Average 
grade of 85 percent is required to ob- 
tain a certificate, and this is prerequi- 
site to securing the FIC degree. 
_ Progress of the fraternal sales train- 
ing course was reported by Secretary 
Wright. The course includes four vol- 
umes and a series of questionnaires. An- 
Swers are written and graded. Many 
societies have purchased the volumes. 
Certificates of proficiency are awarded, 
154 having been granted so far. 

There followed a sales demonstration 
by Arthur W. Fiegel and John Pekrul, 
Aid Association for Lutherans, both of 
Milwaukee. Mr. Fiegel paid for $192,- 
000 volume last year and Mr. Pekrul for 
$185,000. Both hold the F. I. C. degree. 
Such demonstrations are unusual in the 
N. F. C. meetings. This was a program 
canvass that was carefully worked out 
and effective. 


Sales Methods Discussed 


Edward V. Wood, district manager 
Maccabees, Dallas, Tex., discussed med- 
ern fraternal insurance sales methods. 
He said heretofore fraternalists largely 
have been content to sell $500 or $1,000 
certificates, leaving the members as 
ideal prospects for commercial life 
agents to service in building an adequate 
insurance program. This competition 
from commercial companies has revi- 
talized the sales methods in the frater- 
nal field. The properly organized, well 
managed fraternal, Mr. Wood said, first 
of all is a good, sound life insurance 
company, efficiently and economically 
operated. 

Fraternal field workers must not fail 
to recognize that they are salesmen. 
Unless the security is sold it will not go 
into effect. Fraternal workers must 
have complete knowledge of what. they 
have to sell, the inflexible will to call 











on a large number of people in a given 
interval of time and the ability to see 
the right people at the right time. They 
must know something of the life sit- 
uation in every case before they can in- 
telligently formulate a sales approach 
and effectively develop a sales appeal 
for success in selling. 

Mr. Wood is an F. I. C. and has paid 
for as much as $504,000 of fraternal life 
insurance in a year. 

The officers are elected at the semi- 
annual meeting ‘held in the late winter. 


Life Field Men Are 
Studying Revision 








(CONTINUED FROM PAGE 3) 


half the decedent’s retirement income 
under the plan, less the sum of any 
other social security benefits being re- 
ceived by the parent. 

There are two classes of insured under 
the plan—‘“fully insured” and “currently 
insured.” A fully insured employe must 
have earned $50 or more during half of 
the calendar quarters between Jan. 1, 
1937 and age 65 or prior death How- 
ever, if he has worked 40 calendar quar- 
ters he rates as fully insured from then 
on. Currently insured means the em- 
ploye must have earned at least $50 a 
month in half the calendar quarters dur- 
ing the three years preceding age 65 or 
prior death. Those in the “currently 
insured” status have the protection of in- 
come payments for under-age children 
and for widows with such children, also 
lump sum payments to widows without 
children, but no old age income to wid- 
Ows over 65 or dependent parents, as in 
the case of the fully insured. Where 
only a lump sum is payable and there 
is no widow or aged dependent parent, 
the sum is paid to a close relative, or 
lacking that to whomever assumed re- 
sponsibility for funeral expenses, but 
only to the extent of actual disburse- 
ments, 


Modern Woodmen Officials 
Attend Detroit Camp 


DETROIT—O. E. Aleshire, national 
president of Modern Woodmen, Rock 
Island, Ill., and 10 other head office of- 
ficials and three state managers attended 
the two-day encampment of Michigan 
and Ohio Foresters held here at Edge- 
water Park just prior to the start of the 
National Fraternal Congress annual 
convention. : 

Besides Mr. Aleshire, there attended 

from Rock Island, John C. Phillips, as- 
sistant to the president; H. R. Freitag, 
director of publiccity; George G. Per- 
rin, general counsel; Dr. E. A. Ander- 
son, medical director; Ed. E. Wilson, 
publisher; J. M. Fitzsimmons, invest- 
ment manager; Harry Hall, his assis- 
tant; Frank J. Gadient, actuary; Har- 
mon R. Taylor, Cedar Rapids, consult- 
ing actuary, and E. J. Bullard, Detroit, 
national director. 
_ State managers attending were Wil- 
liam E. Swan, Detroit, for Michigan, 
chairman Mardi Gras committee of the 
N.F.C. convention; William Wiles, To- 
ledo, for Ohio, and J. A. Doubles, 
Greensboro, for North Carolina, repre- 
senting the North Carolina Fraternal 
Congress. 

Mesdames Gadient, Fitzsimmons, Hall, 
Anderson and Perrin accompanied their 
husbands. 

There were 22 drill teams and two 
bands at the encampment, with about 
500 Foresters present. Col. Floyd J. 
Smith, Akron, was commandant, assisted 
by Col. Charles Munz, Akron. Messrs. 
Aleshire and Bullard gave addresses at 
the opening and termination of the en- 
campment. 








James Lee Loomis, president of the 
Connecticut Mutual Life, will arrive in 
San Francisco Aug. 19 for several days’ 
visit, including agency meetings with the 
San Francisco and Oakland agencies. He 
plans also to make a survey of the com- 
pany’s. California investments. 








Metropolitan Life Leads 
in 1939 C L. U. Qualifiers 


(CONTINUED FROM PAGE 1) 


Manufacturers Life, Pittsburgh; W. J. 
Milner, Jr., Union Central, Atlanta; W. 
B. Monroe, Union Central, New Orleans; 
H. F. Moore, manager, Bankers Life, 
Toledo; H. C. Morfey, Equitable Society, 
Bridgeport, Conn.; Gerald Murphy, Metro- 
politan Life, Waltham, Mass.; R. J. 
Murphy, assistant manager, Prudential, 
Chicago; G. E. Musselman, district mana- 
ger, Equitable Society, Los Angeles. 


N. P. AND R. 


D. C. Newton, Connecticut Mutual, 
Syracuse, N. Y.; L. R. Nicholas, agency 
supervisor, Guardian Life, Jacksonville, 
Fla.; G. C. Nixon, Central Life of Iowa, 
LaCrosse, Wis.; J. C. Norman, Penn Mu- 
tual, Albany; A. N. Phillips, assistant 
to agency manager, Equitable Society; 
Jacksonville, Fla.; E. F. Peabody, assist- 
ant cashier, New York bife, Seattle; E, 
H. Perkins, general agent, Provident Mu- 
tual, Alibany; A. N. Phillips, assistant 
manager, Metropolitan, St. Paul; A. F. 
Priobe, Penn Mutual, Champaign, IIl.; S, 
H. Purdy, district agent, Aetna Life, 
Bridgeport, Conn.; A. L. Raaberg, branch 
secretary, Sun Life of Canada, Honolulu; 
G. Y. Ragsdale, manager, Union Central, 
Louisville; J. F. Ramsey, general agent, 
Home Life of New York, Chicago; C. E. 
Reynolds, supervisor, Metropolitan, New 
York; H. J. Richard, New York Life, 
Boston; A. W. Ripp, Manitowoc, Wis.; 
Sumner Rodman, Aetna Life, Boston; C, 
B. Rose, Prudential, Seattle; H. E. Rust, 
agency supervisor, Aetna Life; Indian- 
apolis. 


Ss. T. V. AND W. 


oO. L. Saether, manager, Travelers, Al- 
bany; J. C. Schneiter, assistant manager, 
Metropolitan, Buffalo; F. J. Servis, New 
York Life, Milwaukee; H. F. Shipp, as- 
sistant manager, Metropolitan Life, 
Nashville; H. F. Silver, Travelers, New 
York; R. P. Simcoke, Connecticut Mu- 
tual, St. Louis; Max Simons, assistant 
superintendent, Prudential, Richmond 
Hill, N. Y.; R. A. Smith, Provident Mu- 
tual, Los Angeles; W. A. Spiker, New 
York Life, New York; R. S. Spurr, Na- 
tional Life of Vermont, Buffalo; E. P. 
Steel, district manager, State Mutual 
Life, Camden, N. J.; R. R. Stewart, 
agency organizer, New York Life, San 
Francisco; D. H. Stimpson, general agent, 
Mutual Benefit, Portland, Me.; G. R. 
Symons, Sun Life of Canada, Cincinnati; 
Mrs. Helen L. Tall, Massachusetts Mu- 
tual, Baltimore; R. R. Taylor, district 
manager, Equitable Society, Greenville, 
N. C.; R. E. Taylor, Jr.; agency mana- 
ger, State Farm Life, Cedar Rapids, Ia.; 
Boyce Thomas, general agent, Aetna Life, 
Portland, Me.; E. R. Tonkel, Provident 
Mutual, Chicago; H. W. Vaden, manager, 
Guardian Life, Richmond; C. HE. Van 
Cleef, general agent, National Life of 
Vermont, Oklahoma City; R. A. Vande- 
grift, Occidental Life, Oakland, Cal.; B. 
F. Vessey, Provident Mutual Life, Minne- 
apolis; L. T. Waggoner, Mutual Life of 
New York, New York; W. N. Watson, 
general agent, Connecticut Mutual, Bos- 
ton; J. S. Watters, general agent, Occi- 
dental Life, New Orleans; J. B. Webster, 
Jr., agency assistant, Prudential, Jack- 
sonville, Fla.; C. R. Welman, National 
Life of Vermont, St. Louis; E. E. Wheeler, 
district agent, Mutual Benefit, Madison, 
Wis.; F. C. White, district manager, Penn 
Mutual, Battle Creek, Mich.; E. C. 
Wilkins, Phoenix Mutual, Hartford; D. 
L. Williams, New England Mutual, Rich- 
mond; R. S. Wilson, Northwestern Mu- 
tual, Pittsburgh; G. J. Winston, Bankers 
Life, Houston; J. M. Wise, Metropolitan, 
Brooklyn; B. E. Wyatt, manager, college 
division, Massachusetts Mutual, Detroit; 
H. A. Wyllie, district agent, Northwest- 
ern Mutual, Keokuk, Ia.; M. S. Yeiser, 
supervisor, Aetna Life, Pittsburgh. 





Agency Management Qualifiers 


Those receiving certificates in agency 
management are: Robert Bogen, assist- 
ant manager Equitable Society, Los An- 
geles; W. A. Carrodus, Provident Mu- 
tual, Philadelphia; M. D. Cramer, agency 
supervisor Bankers Life, Los Angeles; 
F. A. Fish, Prudential, Philadelphia; T 
L. Fowler, assistant manager Union 
Central, Philadelphia; Mabel George, 
Sun Life of Canada, Philadelphia; H. M. 
Kenner, Metropolitan, Philadelphia; 
Alfred Korbel, general agent Central 
Life of Iowa, Milwaukee; Donald | 
Mix, manager conservation division 
State Mutual Life, Worcester, Mass.; 
S. P. Naftzinger, Penn Mutual, Phila- 
delphia. 
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Social Security Benefits 


Can Be Used As Sales Aid 


Substantial survivor benefits which go 
into effect next Jan. 1 under the 
amended social security act bring the 
federal government into more direct 
competition with life insurance. Presi- 
dent Roosevelt has signed the bill. 

The majority of life insurance men, 
especially those in the field, were not 
aware of the extent of the proposed 
changes in the act, as most of the at- 
tention in the daily press had been fo- 
cused on the reduction in the payroll tax 
for the next three years. 

Benefits are now provided for widows, 
children and parents on the death of 
persons insured under the act. For- 
merly only a small lump sum payment 
was made to survivors in case of the 
death of an insured. The former plan 
which mainly provided annuities at age 
65 for wage earners has been broadened 
to include life insurance protection for 
the entire family. 


Widows with Children Aided 


From a competitive standpoint pay- 
ments to young widows and minor chil- 
dren are of most concern to life insur- 
ance men. A widow with minor chil- 
dren receives three-quarters of the 
monthly benefits due on her husband’s 
wage credits until her children reach age 
16, or 18 if they attend school. In ad- 
dition, children under these age limits 
each receive 50 percent of their father’s 
wage credit. 

For example, the widow of a husband 
who has averaged $100 a month for only 
three years under the act will be paid 
75 percent of his $25.75 wage credit, 
or $19.31 a month as long as she has 
dependent children. In addition she 
gets $12.88 a month for each dependent 
child. 

The widow with dependent children 
of a husband earning $250 a month (the 
top limit under the act) for only three 
years before he dies will receive $30.90 
a month and $21.60 a month for each 
dependent child. Such a widow with 
two dependent children will receive bet- 
ter than $70 a month. 


Increase in Benefits 


There is a further increase in benefits 
if the insured comes under the act for 
a longer period before he dies as the 
basic benefit is increased 1 percent for 
each year. 

A widow with no dependent children 
gets no benefits until she reaches 65 
when she becomes eligible for 75 per- 
cent of the husband’s benefit. In other 
words only widows with dependent chil- 
dren or who are age 65 or over receive 
social security benefits. This point is 
important to keep in mind in discussing 
the effect of the act as the mistake in 

Life” magazine was based on the as- 
a that all widows received bene- 

S. 


Benefits for Older Parents 


Benefits also are provided for the par- 
ents over age 65 of insured who die 
without leaving a widow or dependent 
child. The benefits are one-half of the 
insured’s wage credit. 

The entire schedule of pension bene- 
fits under amended act is revised. The 
insured who reaches the retirement age 
of 65 within 10 years after the act be- 
came effective will receive increased 
benefits while those who are now at 
younger ages and who will retire in 20 
to 40 years have had their benefits re- 
duced. _Single persons and married men 
with wives under age 65 get less under 
the proposed schedule. 


A comparison of the present and pro- 
posed schedule of retirement benefits 


follows: 
Oldlaw New Schedule 
(no dis- Single per 
tinction sons& Married 
between married men 
married menwith with 
Yearsunder &single wives wives 65 
Social Secur. persons) under 65 and over 


Aver. monthly wage of $50 


Lee er ere None $20.60 $30.90 
Rivedenvonnees $15.00 21.00 31.50 
Qe cacevenceece 17.50 22:00 33.00 
| EE Serre 22.50 24.00 33.00 
WU Ce cccecwacs coe Se 26.00 39.00 
MO weuenenueeaue 32.50 28.00 40.00 
Aver. monthly wage of $100 
@ tivcuees enawes None $25.75 $38.63 
Bec cwecwdawers $17.50 26.25 39.38 
NG wweeureuwa cee 22.50 27.50 41.25 
Rs sce aldara 32.50 30. 45.00 
Ws wcadeeneie a 42.50 32.50 48.75 
MOR pinkie Kecuseee 51.25 35.00 52.50 
Aver. monthly wage of $150 
Dc ivowgowewhe one $30 $46.35 
Biv uesacee wees $20.00 31.50 47.2 
MW occas dcoueus 27.50 33.00 49.50 
MO aide cumactas 42.50 36.0 54.00 
DO a EM Hien? 53.75 39.00 58.50 
MOD Se cardiac a te rece 61.25 42.00 63.00 
Aver. monthly wage of $250 
OTE EN Pcie None $41.20 $61.80 
ae ete in. $25.00 42.00 63.00 
MO accu a dweeéote 50 44.00 66.00 
Md ictiwaweuecs 56.25 48.00 72.00 
MOMS oda data silaee 68.75 52.00 78.00 
MMe cece te ancs hard wie 81.25 56.00 84.00 





Some Downward Revisions 


From a competitive standpoint in ex- 
plaining the social security provisions 
the fact that there have been some re- 
ductions in benefits is a strong point. In 
the above table it can be seen that those 
who will come under the act 20 years or 
more have had their benefits reduced if 
they are single when they retire or if 
their wives have not reached 65. 

A man who was 35 in 1937 when the 
act went into effect will be under it 30 
years when he retires at 65. If he aver- 
aged $250 a month or more over that 





period he would have received $68.75 a 
month under the old act while now he 
will receive only $52. If his wife also 
qualifies for benefits he gets $84, which 
is en increase. However, the point to 
stress is that the plan has been revised 
downward in some cases and there is 
nothing hindering the government from 
making further changes as time goes on. 
The original act has been in effect less 
than three years and now it is already 
changed. What the next change will be, 
no one knows. The survivor benefits 
appear to be extremely liberal and 
whether the government can continue 
to pay them over a long period of years 
is open to discussion. 


Intimate Uncertainty 


It is inadvisable for the life agent to 
actively oppose the social security setup 
in his sales’ work but he can intimate 
the uncertainty of the benefit provisions 
remaining unchanged. The provisions 
may be changed by the next Congress 
or they may not be changed for 10 or 
20 years or perhaps never. In case of a 
downward revision a person has no re- 
course. He has no contract and the 
only thing certain about the whole so- 
cial security standpoint is that he and 
his employer have to pay the tax. 

A life insurance policy is a contract 
by which the policyholder knows that 
if he pays a certain amount of monev 
in premiums he or his beneficiaries will 
get a certain return. If the company 
doesn’t pay under the provisions of the 
contract it can be sued. Nobody can 
sue the government if it decides to 
change the schedule of social security 
benefits. 


Discretion Is Urged 


However, such explanations have to 
be made with some discretion. The 
agent is in a stronger position if he 
doesn’t pooh-pooh the social security 
provisions but merely creates doubt in 
the prospect’s mind. Political discus- 
sions don’t sell life insurance. 

Under the old plan the full effect of 





SOCIAL SECURITY BENEFITS EFFECTIVE JAN. 1, 1940 
For John Jones, Age 33, Earning $200 a month. 
Basic benefit (40% of first $50 a month you earn).......... (Item A) $20.00 


Ten percent of your average monthly earnings over $50 and up to 
CE OIE OE SAGO osc osc ood csinicmaneaics ts (B) 


Add 1% of C for each year you will have worked from Jan. 1, 193 


until you reach age 65..............- 


Total monthly retirement benefit you will receive starting at age 


When your wife becomes 65 after you retire at 65 she will get 50% 


of item E as long as you live........ 


Together you will G6l. . .....602 20d cee 


If your wife outlives you after she is 65 she will get 75% of item E 


as long as she: livess ....6. 036 seen’ 


If you die before your children reach age 16 (or 18 if attending 
school) each child under the age limit will receive each month 


SCE; Of ifort Cries jhe cceweesetavecton<4 


seNe anys ecandeesaaeael 15.00 
TOTAL A&B (C) $35.00 
7, 
sin bie Suicndaneweaeaua (D) 12.25 
esate TOTAL C&D (E) 47.25 
awa dause tans race ars (F) 23.63 
duidewetas TOTAL E&F (G) 70.88 
ix sCCNEea a take Tes (H) 35.43 
sie aetuio trae tacieitis « sigan (I) 17.50 


PLUS 1% of that amount (I) for every year since 1937 you have 
lived (for estimate use three years up to Jan., 1940).......... (J) 53 


OR A TOTAL OF (TOTAL I & J) each month as long as he or she 


is under the age limit................ 


ees eee cones etln coaeeeD 18.03 


As long as any one of your children is eligible to receive the above 
(below age 16 or 18 if attending school) your wife will get each 


month 150% of item K or............ 


OEE ot Ea ae. (L) 27.04 








This table can be used for programming the social security benefits of any 
employed person coming under the act by substituting his age and earnings 
figures. The actual figures for item J depend upon the number of years the father 
is employed starting from 1937 up until he dies. In case he lives 10 years, instead 
of three as shown in the example, item J will be 10 percent of I or $1.75 











the retirement provisions would not 
have been felt for a number of years. 
Although the benefits were scheduled to 
start in 1942 they were small for those 
who reached the retirement age within 
the next ten years or so. All this is 
changed under the new setup with sub- 
stantial benefits starting next Jan. 1. 


Use Social Security Approach 


It will take some time for the public 
to comprehend the effect and scope of 
the new social security amendments so 
the life agents who master the details 
and go out using a social security infor- 
mation approach will be welcome. Af- 
ter explaining to a prospect his possible 
benefits under the new provisions his 
life insurance setup can be programmed, 
taking into account the increased sur- 
vivor benefits. 

As has been the case under the old 
social security provisions, the question 
of adequacy comes to the fore. Although 
the survivor benefits are extremely lib- 
eral, in most cases the head of the fam- 
ily will not be content with them alone. 


Actual Example Analyzed 
If a man earns $250 a month and ha 


two children his wife will get approxi- 
mately $70 a month in case of his death 
before the children reach 16 (or 18 if at- 
tending school). If one child is eight 
and the other four years old that in- 
come will continue for 10 years (if the 
oldest child attends school), then it will 
drop to approximately $50 for the next 
four years when it will stop altogether. 
If the mother is 50 years old when the 
youngest child reaches 18 she will re- 
ceive no further social security benefits 
until she reaches 65 when she will start 
getting $30 a month which will continue 
for life. However, in this particular case 
there will be a 15-year period during 
which she or her children will have to 
provide her support. At the time the 
youngest child is 18 the oldest will be 
22 and their probable earnings will be 
low for a number of years. With such 
a setup there is plenty of opportunities 
for life insurance benefits to assist in 
relieving the financial burden. 


Little Higher Income Competition 


In the higher income groups there is 
little likelihood of the social security 
survivor benefits being felt on a compe- 
titive basis as few family heads are able 
to replace their incomes 100 percent 
through life insurance. In most cases 
a man with fairly substantial life in- 
surance has to be content with provid- 
ing a family income while his children 
are young, hoping that they will be able 
to take care of his wife after they are 
grown. 

_In the lower income groups the so- 
cial security provisions are proportion- 
ately higher and a widow with several 
minor children fares fairly well. How- 
ever, she needs cleanup and adjustment 
funds and provisions for an income af- 
ter her children are grown. 


Chart Is Explained 


_To assist agents in programming so- 

cial security benefits the accompanying 
chart is suggested. To demonstrate its 
use an example is used showing John 
Jones, age 33, who has averaged $200 a 
month income for the last three years. 
All figures are on a basis of Jan. 1, 
1940, when the provisions become ef- 
fective. Item A is 40 percent of his 
first $50 a month income. In figuring 
item B, deduct his first $50 from his 
average income which would leave $150 
and then take 10 percent. 

Since John Jones is 33 he will have 
worked 35 years under the act when he 
reaches the retirement age of 65. Tak- 
ing 1 percent for each year, item D 
would be 35 percent of item C. Wives 
65 or over get 50 percent of their hus- 
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band’s pension in addition. Widows 
65 or over get 75: percent (items F to 
H). Item J increases 1 percent each 
year but for the sake of example use 
Jan. 1, 1940 figures, which in this case 
would be three years or a total of 3 
percent. Benefits shown in item K and 
L will continue only as long as children 
are under age limit so in case of more 
than one child a family’s total benefits 
under K and L will vary according to 
the number of children eligible. 


Plan of Calculating Benefits 


Under the new plan benefits will be 
calculated on the basis of average 
monthly earnings instead of total earn- 
ings. The insured gets a basic henefit 
of 40 percent of the first $50 of his 
average monthly earnings from the in- 
ception of the act on Jan. 1, 1937 until 
his retirement, plus 10 percent of any 
earnings over $50 and up to $250 a 
month. He receives an additional 1 per- 
cent of his basic benefit for each year 
in which he has earned at least $200. 

If the insured’s wife is 65 she gets 
50 percent of her husband’s benefits in 
addition to his benefits. In case she 
has any benefits due her on her own 
account these are deducted so that she 
doesn’t get a total of more than 50 per- 
cent of her husband’s credit. 

In case a widow or a wife has social 
security benefits in her own right these 
are deducted from what she is entitled 
to under her husband’s benefits. In other 
words, she doesn’t get benefits from both 
sources. 

Under the present act if a person has 
more than one employer he is taxed on 
the first $3,000 paid by each one. The 
amendment provides that he is taxed on 
no more than $3,000 total. Another 
change provides for the payment of the 
tax after the employe reaches 65 if he 
continues working. 

Life insurance sharpshooters have 
been raising questions about the limita- 
tions, complications an ambiguities un- 
der the revised act. For example, if her 
only minor child dies a widow is left 
without support. Although the act ap- 
pears to provide that a widow’s benefits 
resume at 65 if she has previously re- 
ceived benefits as a widow with minor 
children, there is no specific statement 
to that effect. If there is some irregu- 
larity of employment or a person retires 
earlier than 65 provisions under the “av- 
erage monthly wage,” “fully insured in- 
dividuals” and “currently insured indi- 
viduals” have to be interpreted. Appar- 
ently if a person retires before 65 and 
has worked less than 10 years under the 
act, his non-earning period will be aver- 
aged in with his previous earnings in de- 
termining his monthly benefit. 

A luthp sum payment of six times the 
monthly primary insurance benefit is 
payable in case no widow, child or par- 
ent can qualify for a monthly benefit. If 
a widow without minor children and be- 
low 65 receives this lump sum payment, 
there is a question of whether or not she 
will be entitled to a monthly benefit when 
she reaches 65. 





Seven Points Given on 
Handling Objections 





Seven points in answering objections 
were presented to the San Antonio As- 
sociation of Life Underwriters by Ken- 
nedy Dodds and Sidney Wiedermann of 
the Union Central Life in the form of a 
skit. Points enumerated included the 
sincerity of an agent who can speak 
from “a proper background of author- 
ity,” the avoidance of arguments, the 
anticipation of objections so that the 
agent may direct the phrasing of the ob- 
jection, the building of a new concept 
so strong that the prospect will forget 
an old idea, the use of a motivating 
story, and the rephrasing of an objection 
in the form of a leading question. 

Answering the objections of a man on 
a salary with a large family that addi- 
tional life insurance would strain his 
budget, Mr. Doods sympathizes with the 
man and says that he is in the same po- 
sition himself, but when he realized he 








did not have sufficient insurance for his 
family’s needs, he bought more and 
somehow managed to pay for it. 

The need for proper background of 
knowledge was stressed by Mr. Wieder- 
mann, who said it was not necessary for 
the agent to parade his knowledge to 
show that he has it, but the agent as a 
consequence of his background has a 
certain air of authority which creates 
confidence and makes other people be- 
lieve what he says. 

Salesmen should listen patiently to the 
prospect’s objections, Mr. Dodds said. 
By so doing many times the prospects 
will realize that his objections don’t hold 
water. The salesman is not before the 
prospect to win an argument. 

By anticipating objections the agent 
takes himself off the defensive, Mr. 
Wiedermann said. If, for example, the 
man has a wealthy relative who is ex- 
pected to leave him money, the situation 
should be realized and the reasons for 
his buying which are applicable to his 
case presented. 


Tells Motivating Story 


To tell a motivating story is one 
method of handling an objeetion, as well 
as rephrasing the objection so that it 
leads the prospect along another line of 
thought. If the prospect says he doesn’t 
want to buy any more life insurance, 
Mr. Dodds counters with: “You are 
really thinking of death insurance, 
aren't you? Well, I don’t blame you for 
not wanting any more death insurance. 
The plan I have in mind for you is truly 
life insurance because these living bene- 
fits are available——.” 

_ To the man who “cannot afford life 
insurance” Mr. Dodds asked if he would 
be interested if he could find life insur- 
ance sold at a price that he could afford. 


May Wind Up TNEC 
Insurance Inquiry 








(CONTINUED FROM PAGE 1) 


way of getting a congressional member 
of the TNEC to act as chairman of the 
subcommittee before which the hearings 
will be held. It was thought until quite 
recently that it might be necessary to 
postpone resumption of hearings until 
Aug. 28 or possibly even until after La- 
bor Day. 


Industrial Main Topic 


The hearings will be devoted mainly 
to industrial insurance. Some phases of 
investments will probably be taken up 
and perhaps some other items as well, 
depending on what the subcommittee de- 
cides as it proceeds with its questioning. 

Later in the fall an exhaustive inquiry 
into private placements of bond issues 
will be conducted. At that time life 
company investment activities connected 
with this practice will be gone into. A 
number of home office financial officials 
will be called. At the time Chairman F. 
H. Ecker of the Metropolitan Life testi- 
fied in February, Examiner Gerhard 
Gesell of the SEC indicated that he 
would probably call Mr. Ecker again 
when the hearings reached the subject 
of private placements. 

In addition to Mr. Ferguson and Con- 
gressman Casey, the subcommittee in- 
cludes Judge Ewin Davis of the Fed- 
eral Trade Commission, whois Mr. Fer- 
guson’s alternate on the TNEC, and J. 
J. O’Connell, special assistant to the 
general counsel of the treasury depart- 
ment. In addition, any other members 
of the full committee, or their alternates, 
may attend and participate in the ques- 
tioning. Hearings will be held, as be- 
fore, in the senate caucus room, senate 
office building. 


MAKE SURVEY IN BOSTON 


BOSTON—As part of its industrial 
insurance investigation, SEC men have 
selected four city blocks here as a cross- 
section of industrial policyholders and 
with the aid of a contingent of WPA 
workers are making a minute survey, 
interviewing residents by means of an 








Figures Show Value of Time Control 





The agency bulletin of the F. M. 
McMillan agency of the Penn Mutual 
Life in Los Angeles has some figures 
on time control, covering 16 months’ 
work by three men of the agency, 
which Vice-President A. E. Patterson 
is broadcasting to all agencies of the 
company. The records of the three 
agents, designated as A, B and C, cov- 
ering the period March, 1938-June, 1939, 
inclusive, are: 


Number of calls 
Number of interviews 
Number of sales talks 
Number of applications ... 
Amount written 
Average application 
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Calls to interviews 


RTI £0 PRIS CARIES «6,065 6.0: 6.00:00 6:00 ''9.0:0- 
Interviews to sales talks............000- 
Sales talks to applications.............. 
Total commissions (renewals discounted 50 percent) 


This would indicate effort value: 


MOCRUGRI 559-06 +06 4.0061 Siero eianedieielenela eters 


Each interview 


Each application 
Excluding renewals 
Each call 
Each sales talk 

Each application 
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above averages and pay you on the 
basis of your calls as shown above.’ It 
would be most difficult to get any man 
in this agency to take very much time 
away from his field work, because he 
would feel that every hour’s time would 
be worth so many calls and, therefore, 
he could not afford to waste any time. 
Actually, we do get paid for the calls 
we make because it is the averages 








In commenting on these figures Mr. 
McMillan says: 

“Suppose that in the place of our 
regular schedule of commissions we 
should say to you, ‘We shall take the 


: $3,531 
sisal s eration $296,201 $290,104 $211,779 
Scale pereaeie ee 1.55 1.66 1,28 
eset es sees 4.44 4.04 2.83 
sna tniersieaa siete 2.86 2.43 2.19 
Serie eee 6.82 5.80 12.90 

$6,558 $5,187 $4,212 

occ relereateienere ek $2.23 $1.84 $1.77 
a wie bro S18 otarkra 3.47 3.06 2.27 
Sts Aer 9.92 7.44 4.99 
caietieia sie oreree 67.61 43.2 64.60 
See $3,947 $3,330 $2,695 
See ne ee $1.34 $1.18 $1.13 
bate he 5.97 4.78 3.19 
BRAILES 40.70 27.75 41.48 
which make up the total. If you are 


not getting as much money in this busi- 
ness as you would really like to get, 
then a careful analysis of the above fig- 
ures should be of tremendous help.” 








extremely comprehensive questionnaire. 
Results will be presented at forthcoming 
hearings before the monopoly commit- 
tee. Boston social workers are cooper- 
ating in the study. The four blocks 
were chosen as typifying the racial dis- 
tribution as well as the financial level of 
industrial policyholders. 





RECENT LIFE INSURANCE CASES 


Some life insurance cases have been 
decided recently. In Washburn vs. 
Washburn the Georgia supreme court 
had a group policy issue before it. The 
plaintiff and her husband being em- 
ployed by the same concern: agreed to 
insure their lives for the benefit of each 
other. They subsequently separated 
and the husband nominated his sister as 
the sole beneficiary. In the interpleader 
suit brought after the husband’s death 
it was held that since the policy ex- 
pressly reserved the right to the assured 
to change the beneficiary such provision 
became a part of the contract between 
the husband and wife and that the wife, 
therefore, did not have a vested right in 


the proceeds. 
*x* * * 


In Johnson vs. Life & Casualty of 
Tennessee the South Carolina supreme 
court had a waiver case. Prior to the 
issuance of the policy one of insured’s 
kidneys had been removed and he died 
from Brights disease about a year after 
the policy was issued. The company 
pleaded a clause in the contract! which 
limited its liability to return of premi- 
ums paid. However, because the agents 
of the company had full knowledge of 
the condition of the  policyholder’s 
health the court held that the case was 
properly submitted to the jury on ques- 
tion of waiver. 


* * * 


In Kip vs. Equitable Society the 
United States district court of eastern 
district of Pennsylvania had a change of 
beneficiary case on appeal. The plain- 
tiff: claimed the proceeds of the pol- 
icy by virtue of paper executed by the 
assured which was a printed form fur- 
nished by the company requesting it to 
change the beneficiary. The policy- 
holder signed the paper about a year 
and a half before his death. It remained 
in the plaintiff’s possession until after 
his death and no effort was made to de- 
liver it to the company. It was held 
that a change of beneficiary had not 
been effected and judgment was rend- 
ered for the company. 








City Title Insurance Co. 
Has Interesting Background 


San Francisco is the only city on the Pa- 
cific Coast and one of the two cities in 
the United States where all base titles 
are computed from a specific date. In 
the 1906 conflagration all records of 
deeds were destroyed and the legislature 
passed a special act to provide for the 
establishment and quieting of title to real 
property in case of the loss or destruc- 
tion of public records. As a consequence, 
practically all titles in the city and 
county of San Francisco are computed 
from 1906. : 

Some title insurance companies’ rec- 
ords were saved in the fire, but the City 
Title Insurance Company was the only 
one whose records were saved intact. 

The City Title Insurance Company, 
through its consolidations and absorp- 
tions, is now the oldest title insurance 
company in San Francisco, and some of 
its original records, now in its posses- 
sion, date back to 1837. Some of its 
early maps of San Francisco now in its 
vaults, are believed to be the only ones 
in existence. 

The City Title: Insurance Company, 
and its predecessors, was formed pri- 
marily to supply the attorneys and 
banks with abstracts of title. In 1920 
when the present name was adopted, 
the company proceeded to issue title in- 
surance policies and to furnish title in- 
surance to the downtown brokers, banks, 
and trust companies, and recently to the 
larger life insurance companies, that are 
now looking upon California, and espe- 
cially San Francisco, as a very fertile 
field for real estate loans. 





Southern Ohio Penn Agents 


CINCINNATI—At a two day outing 
of the J. D. Grannis agency of the Penn 
Mutual, at Dix Dam, Ky., the Southern 
Ohio Penn Mutual Agents Association 
was formed with the following officers: 
A. V. Kessel, Dayton, president; Louis 
Gutmann, Cincinnati, vice-president; P. 
B. Stanbery, Cincinnati, secretary, and 
J. E. Follich, Dayton, treasurer. The 
executive committee also includes C. A. 
Cottingham and Paul Barkow, Cincin- 
nati, and Bert Turner, Lebanon. Wil- 
liam Probst, manager salary savings de- 
partment at the home office, was a guest. 





Gordon H. Campbell, general agent 
Aetna Life, Little Rock, Ark., will pre- 
side at the annual meeting of the Arkan- 
sas Football Officials Association there 
Sept. 2. 
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For 
100 Per Cent 
AMERICANS 


For men with the spirit and will to WIN—with 


the courage to stick everlastingly at it—with the 
ideals of integrity and service which are Amer- 
ican traditions—this company has some excep- 


tional opportunities. 


Progressively American, 


the American Mutual Life offers—modern poli- 
cies, exceptional selling plans, attractive con- 
tracts. Write John J. Moriarty, Agency Vice 


President. 


Forty-Third Year 
Founded 1897 








FARTHER - FASTER 


G Mon Wl 2 Plow 
( Makes Consistent Prog sere 























A gain is no danger signal, and with the Bankers Life of 
Nebraska agent it has been gain, gain, gain for each quarter 
of the year since 1939 began. He greeted 1939 with a plan, 
and he has been going farther faster ever since. 











The halfway point has been reached, the plan has been work- 
ing, and as a result the Bankers Life representative will con- 
tinue his gains each month to finish out a record year. 


BANKERS LIFE 
nsurence o/ NEBRASKA 


Home Office, Lincoln 






































Tue endless procession of great events and distin- 
guished guests 


at this famous Washi nm hotel, never 


ngton 
fails to_ thrill the discriminating travelers seeking a 
standard of service which conforms with their individual 
requirements in comfort, hospitality and services. That 
is why they make The Mayflower their home when 
visiting the National Capital. Rates are no higher than 
less finely appointed hotels. 


AIR CONDITIONED BEDROOMS 
RESTAURANTS AND LOBBIES 


Single 


The 


Rooms from $4 Double Rooms from $6 
All with bath, of course 


MavetoweR 


WASHINGTON, D. C. 


R. L. Pollio, Manager 
































OPPORTUNITY — For You! 






Backed by Unusual — 









Financial Strength 
Cooperative Interest 





Progressive Methods 





Sales Equipment 







Contract Provisions 










Write 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 










LIFE VIEWS IN THE NEW 


s 


Frank J. Longo (left) of Los Angeles is being congratulated by Vice-president 
V. H. Jenkins of Occidental Life of California upon winning the presidency of the 
Los Conquistadores Club for the second consecutive time. Mr. Longo also won 
the presidency of the Leading Producers Club. He is a member of the home office 
agency. 





(Right) Foster F. Farrell, ex- 
ecutive secretary-manager of 
the National Fraternal Con- 
gress, Chicago, gave his an- 
nual report at the Detroit an- 
nual convention and was here, 
there and everywhere tying 
up all the various activities. 





(Above) Mayor Harold H. Burton of 
Cleveland congratulates Miss Marjorie 
Campbell of the Penn Mutual Life and 
Miss Ann Novak of the Manufacturers 
Life on the hostess committee plans 
for Cleveland's 1940 National Associa- 
tion of Life Underwriters’ convention 
invitation. 


At the annual conference of the Star 
Producers Club at the home office of 
the Columbian National Life, Commis- 
sioner Harrington of Massachusetts 
(left) spoke at the annual banquet. 
Shown with him are Francis P. Sears, 
president Columbian National Life 
— and A. A. McFall, vice-presi- 

ent. 





